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-One Hundred Billion Dollars 


The largest purchase ever made by the American people—ONE 
HUNDRED BILLION DOLLARS OF LIFE INSURANCE—has 
been the subject of many an address or article in recent months. It zs 
significant that nearly $1,000 of life insurance are in force for every 
person in the United States. 


This tremendous total represents twice the value of all farm prop- 
erty in the territory (forty-two states and the District of Columbia) in 
which the Northwestern Mutual operates. It represents more than one 
and one-half times the total bank deposits, and approximately six times 
the value of all automobiles in use. Total life insurance policy reserves 
are now approaching twenty billions, so diversely and safely invested 
that this huge total is a citadel of strength should financial storm or 
panic threaten the nation. 


With pardonable pride in this accomplishment—and this Company 
congratulates the insurance fraternity at large—life insurance workers 
retain a wholesome humility because the present total life insurance 
coverage scarcely exceeds one year’s income of the American people. 


The Northwestern agent has been trained to render service. His 
contribution to this future expansion and growth will be increased 
amounts of insurance written upon the lives of new and previous mem- 
bers whose affairs will have been studied carefully and whose needs will 
have been diagnosed professionally. The field man today builds his 
clientele for the years to come,and complete life insurance estate 
analysis is the best approach to that solution. 


THE NORTHWESTERN MUTUAL LIFE 


INSURANCE COMPANY 


Milwaukee, Wisconsin 
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Thirty-Third Year No. 45 


Business Vision 
[Aid to America 


Program for the Meeting of 
the Life Presidents 
Association 





NOTABLES ON THE LIST 


Will Speak on Advancing Social and 
Economic Needs—Survey of 
Insurance Habits 


NEW YORK, Nov. 
sion and what it is doing for America 
will be in the forefront of the discus- 
sions at the annual convention of the 
Association of Life Insurance Presi- 
dents, to be held here at the Hotel 
Astor, Dec. 12-13. 

Many fields of national activity that 
are helping to raise American social and 
standards will be represented 
among the speakers. Leaders in indus- 
education, research, life 
insurance, agriculture and in the devel- 
opment of employes’ thrift and pension 
plans will present and discuss ways in 
which business may be expected further 


7—Business vi- 


economic 


try, banking, 


to aid the progress of the country. 
Guided by their respective experiences 
and viewpoints, these gentlemen will 
speak to the general theme of the con- 
vention, “Advancing Social and Eco- 
—_ Standards Through Business 
ison. 


Speakers and Their Topics 


The program, as thus far developed, 


follow Oe 


Thursday, Dee. 12, 10 a. m. 


John R. Hardin, President Mutual 
Benefit Life, Chairman. 

“Vision in Industry and Business,” 
Irenee du Pont, Vice-Chairman of the 
Board of Directors E. I. du Pont de 
Nemours & Co., Wilmington, Del.; mem- 
ber of the board Equitable Life of New 
York. 

“Stabilizing Life Through Life Insur- 


ance,” Frederick H. Ecker, President 
Metropolitan Life. 

“Business Men,” George I. Cochran, 
President Pacific Mutual Life. 

Thursday, Dec. 12, 2:30 p. m. 

Address by Canadian speaker. (Name 
and tit to be announced later.) 
“Modern Standards of Supervision,” 
Col. Howard P. Dunham, President Na- 
tional Convention of Insurance Commis- 
Sioners insurance Commissioner of Con- 
hecticut 

“Broadening America’s Banking Policy 


to Meet New Economic Responsibilities,” 


Chelli \. Austin, President Equitable 
Trust ¢ Company of New York; member of 
board, i rudential. 

“Research—The Partner of Business 
Foresight,” Dr. Max Mason, Director of 
Division of 4- tural Sciences, Rockefeller 
Foundation, New York. 


Execut l ve session. 


Friday, Dee. 13, 10 a. m. 
iho ng Back the Death Line,” Dr. 
‘ary W. Cook, Vice-President and 


(CONTINUED ON PAGE 15) 
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Lessons from Recent Break 





Life Insurance Will Be Regarded as the Fundamental 
Security Which Does Not Fluctuate with the 
Erratic Stock Market Weather Vane 





NEW YORK, Nov. 7.—The effect of 
the stock slump will be to correct the 
investment situation; that is, bonds and 
mortgages will come back into their 
righttul place, it will be possible 
borrow money at the banks for legi- 
timate purposes at reasonable rates, and 
the fallacy of investing in common 
stocks on the basis of vague theories as 


to | 


to what the companies are going to do | 


in the future will no longer capture the 
fancy of ardent investors. in many 


lines of industry there is just as much | 
and | 


to assume that business 
pronts will not increase as that they 
will increase. Who knows the future 
of the automobile or radio industry for 
instance? The coming period will be 
a test time of the many mergers that 
have been put together, loosely or 
otherwise. Those mergers which were 
brought about by brokers and promoters 
whose sole purpose was to buy trom 
the owners and sell out to the public 
at a higher price, not caring whether 
the merger meant a real economic gain 
or not, will be “washed out” in the 
close analy sis that will be given in the 
buying of stocks hereafter. 

‘rhe result of the collapse of the stock 
boom will be that organization within 
the big corporations will doubtless be 
improved. As most of the officers and 
employes are owners of stock, they will 
make an extra effort all along the line 
to increase efficiency, cut out waste, and 
put the company in as strong a posi- 
tion as possible. This may be num- 
pered as one of the good ettects of the 
crash, 


Policy Loans and 

Legitimate Use 

Twenty-five billions of values cannot 
be knocked off in the nation’s paper 
wealth, even temporarily, without some 
serious effects. However, this twenty- 
hive billions will probably in the course 
of time be recovered to a considerable 
extent, although the recovery may be 
rather long drawn out. Recovery has 
already been made in part. In the 
Florida boom, there were no doubt 
millions or even billions of dollars of 
fictitious values wiped out, before much 
real harm was done to anybody. “Cap- 
italists’ who never before had any 
wealth to speak of, and who were mil- 


reason 


lionaires for a few short months, went 
back to their old status with only a 
psychological change. It is hardly 


necessary to point out that the parallel 
between the stock boom and the Florida 
boom stops at the point where the com- 
mon stocks reached their real basic 
values. By the economic test the Florida 
boom had almost no stopping point in 
its deflation curve. 

There are two opinions as to policy 
loans used for protecting investments 
during the crash. The companies were 
and are being called upon for very large 
sums to help meet the emergency. It 
would seem that there is some justifi- 
cation for making loans on policies, 


| even to protect the borrower in his 
| speculations, because nothing talked like 
| cash during the deflation. The average 
| investor does not confine his invest- 
ments to just the “gilt edge” New York 
stock exchange securities, if they may 
still be called gilt edge, in comparison 
with the more modest, slow-moving 
local securities. However, brokers would 
scarcely accept any securities which 
were not listed on the New York ex- 
change, as collateral and the exchange 
stocks were going down so rapidly that 
the required margins increased from 
day to day. Why should not a man 
turn to his life insurance values in such 
a great emergency as this? Many did 
so, and no doubt felt glad that they had 
invested a part of their savings in life 
insurance, whose reserves are made up 
of the most conservative securities. Not 
only could the owner of life insurance 
borrow cash immediately at a reason- 
able rate of interest but he had the 
comfort of knowing that behind that 
cash loan were the finest lot of securi- 
ties to be found anywhere in the world. 


Life Insurance 

Stands for Security 

Again life insurance vindicated itself 
in his mind as an aboslutely safe security, 


its underlying bonds and mortgages 
chosen by financial experts, protected 
by state laws, and handled by experi- 


enced men. As in the recent discussion 
by Frederick H. Ecker, Albert Conway 
and H. B. Arnold as to the advisability 
of life companies investing in common 
stocks, the dominant note sounded was 
that life insurance should stand pri- 
marily for security, and that is truly its 


function. It has no function as a specu- 
lative investment, but as a bulwark of 
strength, “the Rock of Gibraltar,” when 


all else fails, it stands out supreme and 
alone. The recent stock crash is an- 
other great vindication of the life insur- 
ance principle and a lot of money that 
has been going into the speculative 
stock market should now be turned into 
the channels of life insurance premiums. 
A life insurance policy is one thing 
that a man can sleep soundly on the 





| But 


whole night through in times of finan- 
cial stress. If he borrowed on his policy 
to help him over the temporary period 
when his other securities were not avail- 
able to support his credit, and im- 
mediately replaces the loan on _ his 
policy instead of allowing it to continue 
permanently or to allow his policy to 
lapse, then who shall say that this is 
not one of the functions of life insur- 
ance? The danger of course, is that he 
may not immediately pay back his loan 
to the life company, that he may allow 
his policy to lapse, and such a man’s 
family will probably find that he has 
left them nothing but debts, because he 
is of the type who often die penniless. 
suppose a man has a liberal 
amount of life insurance, he is caught 
on the stock market, and he borrows on 
(CONTINUED ON PAGE 14) 
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Man Power Is 
Greatest Issue 


Central Theme of Agency Officers’ 
Meeting Revolves Around 
Vital Problem 


STEP TOWARD SOLUTION 


Confidential Survey by Research Bureau 
Proves Engrossing Feature of 
Joint Gathering 


Research 
power, 


into the problem of man- 
carrying with it two questions 
which have troubled the life insurance 
business for long—how reduce the 
from constant turn- 
staffs, and how best to 
solve this problem by making it possible 
for most life insurance men to earn a 
living wage almost from the first—were 
the engrossing subjects which eclipsed 
almost every other consideration at the 
annual joint meeting of the Life Insur- 
ance Bureau and the 
Agency Officers in 


to 
wastage 
in 


resulting 


over sales 


Sales Research 
Association of Life 
Chicago last week. 

So important is this problem consid- 
ered that results of a preliminary sur- 
vey made by the Research Bureau from 
records furnished by some of the larger 
companies representing approximately 
50 percent of the business in force in 
the United States were held confidential. 
Doubtful of Figures 


It was explained by bureau officials 
at the meeting that the results were not 
conclusive, nor necessarily a true pic- 
ture, and for this reason it was consid- 
ered poor policy to release them for 
indiscriminate use. 

One interesting product of the survey 
was a tabulation indicating the possi- 
bilities of success for agents in the busi- 
ness. This was drawn from analysis of 
the records of 433 full-time men and 
588 part-timers in cities of 100,000 popu- 
lation or over. For the purpose of com- 
parison “good” agents were considered 
those who produced $150,000 of business 
or more during their second or third 
contract year, and “fair” agents those 
who produced from $75,000 to $100,000 
of business in this period. 


The following tabulation, showing the 


“averages” of opportunity only for 
“good” agents is based on production 
of the indicated amounts of business 


during the contract periods shown, and 
the percentage figure is the average 
chance for later success, based on this 
preliminary showing: 

Amount of 


Business 3 Months 6 Months 9 Months 


$10,000/ 20,000 22 11 0 
$20,000/ 29,9090 20 10 = 
$30,000 /49, 990 41 = 13 
850,000 /74,900 56 30 19 
$75,000 and over 50 70 52 


“Can we help you in eliminating’ the 
wastage in lapsation, in turnover of 
(CONTINUED ON PAGE 11) 
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Agency Officers Approve 
Life Insurance Day Plan 





Unanimous approval of a highly de- 
veloped plan to name Jan. 22 “Life In- 
surance Day” as a part of national thrift 
week, and to observe it throughout the 
country was .given at the annual joint 
meeting of the Association of Life 
Agency Officers and the Life Insurance 
Sales Research Bureau in Chicago last 
week, 

The plan was worked out by a spe- 
cial committee headed by ‘James A. Mc- 
Lain, superintendent of agencies of the 
Guardian Life of New York, assisted by 
the advertising department staffs of the 
Phoenix Mutual Life and the Travelers. 
Compliments which were almost em- 
barrassing were heaped on Mr. McLain 
and his associates at the meeting. 


Every Detail Worked Out 


_ As formulated, the program outlines 
in detail every activity which it is ex- 
pected and hoped to accomplish. The 
National Association of Life Underwrit- 
ers, state and city associations have 
their parts cast in advance. Short talks 
by outstanding men in the business are 
planned, and it is a part of the program 
to broadcast all of these talks possible. 
Tentative arrangements have been 
made to send some of these talks over 
the network of the National Broadcast- 
ing ‘Company, and the _ Travelers, 
through H. H Armstrong, vice-presi- 
dent, has promised the use of its radio 
station WTIC. 

But this is not the end of the plan. 
A series of unusually appealing adver- 
tisements has been prepared, copy for 
which is to be furnished to all persons 
or organizations desiring to run this 
material. 


Chance for Good Publicity 


No provision for paying any of the 
costs of advertisements was made by 
the agency officers. It was considered 
that any companies, agents’ associations 
or individual agents would get more 
than full value through local publicity 
in a hookup with the national move- 
ment for the day. 

“The campaign has been divided in 
four parts,’ Mr. McLain explained. 
“The first is activity of agency officers 
on behalf of companies, the second part, 
activities of national and local associa- 
tions tied into companies’ activities; the 
third part, cooperation of trust compa- 
nies, and the fourth, an attempt to tie 
up with Canadian companies. 

“A definite program has been pre- 
pared for the associations, with a series 
of advertisements, talks scheduled by 
speakers before civic organizations— 
even skeleton talks have been prepared 
by national figures in life insurance who 
have particular ability along this line. 


MeLain Explains Program 


“Under companies’ activities, to be di- 
rected by the agency officers, we have 
six things prepared: Companies’ adver- 
tisements in December and January, 
keyed into the ‘Life Insurance Day’ and 
thrift day idea; use in December and 
January of special premium notice in- 
serts, stuffers, and so forth; house organ 
space, arrangement for agency meetings, 
Jan. 13, Jan. 20 and the first day of the 
next week, Jan. 22; special letters to 
managers, general agents and company 
men who are representatives of organi- 
zations, urging close cooperation and a 
campaign of every representative of field 
forces to perform some act of thrift on 
Life Insurance Day.” 


Authorize $3,000 Fund 


W. W. Jaeger, vice-president of the 
Bankers Life of Des Moines, moved 
that the Agency Officers approve the 
plan, undertake to direct it, and that 
the executive committee be authorized 





to use association funds up to $3,000 to 
that end, 

Roger B. Hull, managing director of 
the National association, gave his reac- 
tions in favor of the plan, his organiza- 
tion having taken prominent part in pre- 
paring the program, The plan was ap- 
proved unanimously by the membership. 

Those who took active part in pre- 
paring the program presented in an 
elaborate “dummy” containing proofs of 
advertisements and detailed schedules of 
activities, were in addition to Messrs. 
McLain, Hull and Armstrong, Frank L. 
Jones, vice-president, Equitable of New 
York; Griffin M. Lovelace, vice-presi- 
dent, New York Life; Frank H. Sykes, 
second vice-president and manager of 
agencies, Fidelity Mutual, in addition to 
advertising staffs of several companies. 





Insurance in Chicago 


Takes New Quarters 











Eleven Chicago insurance offices are 
preparing to remove into the newest 
skyscraper in the loop, the One La Salle 
Street building, early in the spring. This 
structure of 49 stories, the steel and 
stone work of which is now completed 
and which will cost it is estimated about 
$20,000,000, will be one’ of the finest 
office buildings in the world. Extreme 
care has been taken in designing and 
arranging space and offering the most 
modern facilities. All woodwork will 
be of solid mahogany. 

Agencies which already have con- 

tracted for space are the Aetna Life of- 
fice of S. T. Whatley, general agent, 
now in the Continental Illinois Bank 
building; the Connecticut General under 
Manager Karl Korrady; Stumes & Loeb 
ot the Penn Mutual, the Chase agency 
of the Connecticut Mutual, the National 
Life of Vermont, John Hancock, Fort 
Dearborn Life home office, Everts 
Wrenn agency of the State Mutual of 
Worcester; the Spaulding agency of the 
Mutual Life of New York; and Bokum 
& Dingle of the Massachusetts Mutual. 
The Chicago branch office of another 
New York company also, it is assured, 
will take substantial space in the build- 
ing. 
It is probable that the One La Salle 
Street building will be more or less of 
an insurance exchange, as the operating 
company is making a special bid for 
tenants in the insurance business. The 
Whatley agency will occupy large quar- 
ters on the 19th floor. 

Another building which promises to 
be second only to the Insurance Ex- 
change in that respect is the Board of 
Trade building which also is nearing 
completion. 


Non-Medical Offer Snapped Up 


Policies totalling $6,346,000 were 
issued by the Equitable Life of New 
York in the four months following in- 
troduction of its general non-medical 
plan for rural districts. This is the more 
remarkable since the limit on a single 
life was placed at $2,500, and the total 
represents approximately 3,000 applica- 
tions. 


Issue A. C. L. U. Booklet 


The further development of the Amer- 
ican College of Life Underwriters has 
made necessary certain revisions and en- 
largements of its rules and regulations. 
These, together with the aims, stand- 
ards, achievements and a list of char- 
tered life wnderwriters have been em- 
bodied in a booklet prepared by Dr. Da- 
vid McCahan of the University of Penn- 
sylvania, assistant dean of the college. 
The booklet is expected to be of decided 
value to those who are preparing for 
the C. L. U. examinations. 








Made Chairman 




















A. N. MITCHELL, Canada Life 
Life Agency Officers’ New Head 








Stock Market Losses Offer 
Agent Great Opportunity 





LINCOLN, NEB., Nov. 7.—Declar- 
ing that a rich opportunity waits life 
insurance agents as a result of the stu- 
pendous losses sustained in the stock 
market by a people who are now dis- 
tinctly investment minded, A. E. 
Wilder, agency director for the Equi- 
table Life of Iowa, told the Lincoln 
Life Underwriters association at its 
November meeting that sellers of life 
contracts should quit side-stepping but 
fully meet the issue as to the value of 
insurance as an investment. There are 
now 17 million investors where eight 
years ago there were but two millions. 

Mr. Wilder marshaled, by means of 
charts, the arguments in favor of life 
insurance as an investment, and its 
superiority, largely because of the secur- 
ity of capital and the certainty of guar- 
anteed values. 

Mr. Wilder said in spite of the ten- 
dency of the times in investments and 
that 24 states have given the legal re- 
serve companies authority to purchase 
common stocks, the total now held by 
them represents but 1.45 percent of their 
entire investment. 


Cedar Rapids Life 
Annual Agency Meeting 





The annual agency convention of the 
Cedar Rapids Life was the largest that 
the company has ever held in point of 
attendance. A contest was conducted 
during October and those agents who 
accomplished certain quotas were privi- 
leged to take their. wives. 

The two principal speakers were John 
Marshall Holcombe, manager of the 
Life Insurance Sales Research Bureau, 
and L. E. Wilcox, cartoonist of Minne- 
apolis, who furnishes the cartoons for 
the company’s house organ, the “Build- 
ers.” 

Col. C. B. Robbins, president, deliv- 
ered the address of welcome. The meet- 
ing was presided over by Jay G. Sig- 
mund, vice-president and agency direc- 
tor. C. B. Svoboda, secretary, shad 
charge of the convention and banquet 
arrangements. 

Mr. Wilcox was one of the features 
of the entertainment at the banquet. 
The general agents held a conference 
one day. 


Every wide-awake life insurance man 
should subscribe for his own personal 
copy of The National Underwriter. 








State National 
Begins Writin 


C. J. Shea, Veteran Life Ing, 
ance Man, Heads St. Louis 
Company 


CAPITAL STOCK IS $10, 


Impressive Directorate of Business yj 
Announced—Official Staff Skilled 
in Business 


ST. LOUIS, Nov. 7.—The State \ 
tional Life of St. Louis, licensed in; 
state with home office in the Are 
building, has started writing busing 
for the time to confine operations to; 
city. Formal opening of the home @ 
fice was held this week, officers ; 
directors of the company being on hw 
to greet visitors. 

Cornelius J. Shea is president. 
many years he was associated witht 
agency organization of the Michi 
Mutual Life, and later was with { 
Continental Life of St. Louis in: 
executive capacity. He has had ma 
years of experience, especially in t 
production end, aye 

Mr. Shea entered life insurance a 
soliciting agent more than 20 years 4 
and later served as district agent, i 
supervisor, agency director and | 
eight years as St. Louis general age 
for the Michigan Mutual Life. Later 
joined the Continental Life of St. Lo 
as head of its agency department. 

Other Experienced Officers 


Roy G. Diepenbrock, secretary, w 
for five years with the Central Sta 
Life’s actuarial department and for te 
years served the Continental Life i 
similar capacity. Charles J. Sims, trea 
urer, formerly was with the Michig 
Mutaul. Robert C. 
counsel and Dr. C. H. 
medical director. 

Directors are Sam T. Able, who 


Wachenel 


with R. G. Dun & Co.; Robert C. Gne 


attorney; Fred Krone, vice-preside! 
Real Estate Mortgage Company; t.. 
Prince, vice-president Scruggs, Vande 
voort & Barney Bank; Ben P. Goodws 
secretary-treasurer Hogan-Goodw 
Printing Company; Frank W. Ives, st 
retary Mississippi Valley Structue 
Steel Company; H. W. Kuechenmeistt! 
investment banker; Frank L. Rog 
manager and director Howe Scale Com 
pany, and Cornelius J. Shea. 
The company starts with 
capital and $150,000 surplus, and © 


write all standard forms on a non" 


basis, including juvenile policies. 


the time being its retention will * 


$5,000 on a single risk, but this will ™ 
restrict coverage offered. Rates for ® 


ability and double indemnity conform" 


views of the Commissioners Conventi® 
being high enough for safety. 

Only examined business will be # 
cepted at this time. 


same basis as men except for disabil 


and double indemnity. For these be* 


fits rates for women will be higher. 





Omaha Branch Wins Cup 


The Omaha branch office of the M* 
souri State Life won the president 
cup for the fourth quarter of 1929” 
showing the largest proportionate " 
crease in paid-for business in the 
quarter of this year compared with t 
same months in 1928. 0 

Stacy & Stacy and the Columbus © 
branch ranked second and third, " 
spectively. 


Grier is gener 


$100,048 


The company ™ 
the time being will write women on™ 
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Stocks Affect 
Life Insurance 











reat Increase in Policy Loans 


Lous Is Noted in Period of 
Speculation 
. S$i00QgMREADY SOURCE OF CASH 
usiness yeompanies Concentrate on Conservation 
E Skilleg I of $500,000,000 of Business Reported 
Pledged by Public 
e State a NEW YORK, Nov. 7.—Even life in- 
nsed in qggurance has felt the pinch of the stock 
the Aragmmarket panic of the past two weeks, it 
gz busingms apparent from reports received from 


home offices on policy loan increases. 

It is now evident that life policies to 
he extent of between $200,000,000 and 
500,000,000 may have been involved by 
mergency loans to meet financial pres- 


tions to! 
ie home : 
officers a 
ng on ha 





































ident. fagpure of the market crash. The increase 
ed with aga the amount of loans has not entirely 
> Michiggumabated. 


Estimates of home offices are purely 
peculative. However, they point to an 
increase in policy loans during the past 
wo weeks even greater than was at first 
anticipated. 


s with t 
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irance a One Company’s Experience 
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tment. 


One company with a _ conservative 
policy reports five times the normal rate 
and it is to be expected that certain 
other offices will exceed that rate. If 
that is taken as an average, the extent 
of the situation is readily seen. 

The annual total of new policy loans 
runs about 20 percent of aggregate loans 
outstanding, which are about $1,600,- 
000,000. Thus, the normal course of 
loans for the year, though already well 
above the normal of a few years ago and 


licers 

retary, W 
atral Stat 
nd for io 


Life in a as . 
Romy already pointing to tight money, would 
7. >. Mme about $320,000,000, or nearly $1,000,- 
© Michio for each working day : 
is gen F g day. 


Wachenel Indicates $50,000,000 More 


On that basis the increase in loans for 


> = . . 
le, who Hilast week and this week would approxi- 










rt C. GPE mate $50,000,000. That means that life 
-€-presi@ insurance has already been called on for 
pany wh a emergency fund of $50,000,000 and 
yore tas will probably ‘be run to much larger 
: Proportions before stability is reached. 
3 ’ od a Conservation efforts have been started 
* Gonustal , many companies to save the huge 

pee ume ot lite msurance involved. In 
' simating the amount of insurance 


altected, it were assumed the loan 
value of the average policy is 10 percent, 
the total involved would be $500,000,000, 
ut it the average loan value were raised 
'o 25 percent, the total would be $200,- 
000,000. It is believed this latter is too 
conservative a figure. 


Scale Com 


h $100," 
Sy and W 






i] 
his will oe some abatement in demand 
tes for OH wey) Cans this week, though it is still 
ey tom i. above normal. The future cannot 
contort ie * measured, for it depends largely on 
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on ‘ture trends in the stock market. 
will be # Prospects of Future 
mpany le, “ould difficulties continue to be met 
men On” "fe the speculating public, there is no 
. — question that life policies will be 
these bewHE used to fill the breach. It is believed 
igher. 7 impossible that the total pledged for 
fim, Nill pass the billion mark as a 
Cup . — result of the crash, with from five 
5 billions already involved through 
f the MiP tormal Joa-s. 
preside “ The larger total is referred to as nor- 
of 1929 mal loans, but as a matter of fact, a 
tionate v ‘age part of that can be traced to finan- 
1 the thir cal Pressure this year. 
oo cal loans have varied with finan- 
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third, ' we same general tendency. The 1907 
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College Presidents 
at Life Presidents’ Meeting 


to Speak 





























DR. JOHN GRIER HIBBEN, 
N. J. 
(Photo Harris & Pwing) 


Princeton, 


Two distinguished college presidents 


will speak before the Association of 
Life insurance Presidents at the Hotel 
Astor in New York, Dec. 12-13. Dr. 


John Grier Hibben, president of Prince- 
ton University, will have as his subject, 
“The Business of Living.” Dr. Francis 
David Farrell, president of 1.e Kansas 
State Agricultural College at Manhat- 








New Line of Practice 


in Conducting Schools | 


H. C. Booker of the Kansas City 
division of the Equitable of New York 
has been conducting a school for new 
agents. The school represented some 
changes from former schools the 
same type. 

Most schools instill in the beginner 
too much enthusiasm. He goes home 
and talks about insurance, thinks it, but 
doesn’t write the business. In a month 
or so he is discouraged and quits. The 
present school touched briefly on the 
history of the company, the details of 
policies, how to write an application, 
how to work up a prospect list. It was 
conducted with the basic idea of giving 


of 


the beginner something on which he 
could produce business immediately. 
Two talks were given each day by 


agents whose experience with a particu- 
lar line had been exceptionally suc- 
cessful. 


Surety Life’s Increase 


The Surety Life of Kansas City, Mo., 
reports that business written in Septem- 
ber showed a 360 percent increase over 
that written in August, and that in Oc- 
tober showed an increase of 30 percent 
over September. 








panic brought out an increase of 70 per- 
cent in policy loans that year. In 1914 
loans increased 25 percent for the year, 
in 1921, 40 percent. 

This year they were already higher 
than the normal of recent years. Some 
companies report a markedly lower per- 
centage of loans than the 500 percent 
increase referred to, but it has been a 
large total and has been felt in almost 
all life offices. 


Oliver Thurman, vice-president and 


superintendent of agents for the Mutual 
Benefit Life, was a visitor in Des Moines 
this week to preside at a two-day meet- 
ing of the Des Moines agency. 





DR. FRANCIS DAVID FARRELL 


Manhattan, Kan. 
President Kansas Agricultural College 


Kan., will have his subject, 
“Some Influences of the Countryside.” 
These university presidents will briny 
to the presidents’ organization a view- 
point of great interest, Dr. Hibben rep- 
resenting the great university life of the 
east and Dr. Farrell the agricultvral 
viewpoint of the west from a large in- 
stitution. 


as 


tan, 


Agency Supervision of 
Sun Life in United States 


The Sun Life of Montreal is now 
putting into effect changes in the 
United States department embracing 37 
states and 47 division offices. J. S. Ire- 
land, who is associated with the eastern 
department, will supervise all the work 


|} east of the Mississippi. This will be 
known as the eastern United States 
| department. C. H. Heyl, inspector of 


agencies, will assist Mr. Ireland. He 
was formerly agency assistant in Wash- 
ington, D. C. He was then appointed 
agency assistant. 

Division 


Moore Has Western 


H. M. Moore, who is made superin- 
tendent of agents, will have charge of 


the western United States department 
comprising all territory west of the 
Mississippi. At one time he was chief 


examiner of the Ohio insurance depart- 
ment. He then went with the Cleve- 
land Life, being vice-president and sec- 


| retary. When the Sun Life took over 
that company Mr. Moore was made 
manager of the Columbus, O., office. 


G. T. Bryson, inspector of agencies, will 
Mr. Moore. He has been with 
the Sun Life during his entire business 
career, formerly as agency assistant at 
Richmond, Va. 


assist 


Sun Life Orient Plans 


The Sun Life concentrating its 
operations in Japan, China, southeastern 
Asia and the Philippines, forming the 
Oriental department to be in charge of 


is 


P. W. Ward, superintendent of agen- 
cies. He has formerly supervised these 
organizations. Malcolmn Macaulay will 


be associated with Mr. Ward as inspec- 
tor of agencies. 

Egvpt, India and South Africa will be 
in the new eastern department, B. C. 
Thompson, inspector of agencies, being 
in charge. He has traveled extensively 
for the Sun Life and acted as manager 





at St. Tohn’s, N. B. 





Prospect Data 
Given in Report 


Internal Revenue Bureau Income 
Tax Statistics Indicate De- 
cided Underinsurance 


RETURNS ARE ANALYZED 


Average Taxed Income Is $5,497— 
Field for Big Policy Writing Just 
Scratched 


Interesting material for the prospect- 
the life 
found in the current re- 
port just issued by the United States Inter- 


seeker among ranks of under- 


writers can be 


nal Revenue Bureau, covering the 1928 in- 
The totals are 
to the 
underinsurance among even the average 


im- 
considerable 


come tax returns. 


pressive and point 


income producers. It is apparent that, 


were an attempt made to capitalize the 
earnings of merely these filing tax re- 


ports, only some 3 or 4 percent of the 
population of the country, the total life 
insurance in force could the 500 
billlion mark tomorrow, 


Over Four Million Filed 


pass 


The report shows that 4,101,547 tax 
statements were filed in 1928 on 1927 
incomes, of which 2,440,941 were taxable 
and 1,660,606 were non-taxable. The 
number of returns was about the same 
as the previous year, only 36,545 less, 
but the income total increased by $586,- 
584,904. The personal income tax to- 
taled $830,639,434—to capitalize which, 
of itself, would double the annual pro- 
duction of life insurance. The average 
net income is $5,497 in these reports, in- 
dicating that the total life insurance in 
force is still less than enough to barely 
pay one year’s income for the average 
taxpaying family head. 

Field Only Seratched 


It is also shown in the reports that 
the field for big policy writing is grow- 
ing and is yet but scratched. To 
capnjtalize the incomes of those earning 

(CONTINUED ON PAGE 8) 
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New Official Staff Is 
Named by Agency Body 


A. N. Mitchell, assistant gen- 
eral manager of the Canada Life 
of Toronto in charge of agencies, 
was elected chairman of the ex- 
ecutive committee of the Associa- 
tion of Life Agency Officers at 
the annual joint meeting with the 
Life Insurance Sales Research 
Bureau in Chicago last week. 
Walter E. Webb, vice-president of 
the National Life U. S. A., Chi- 
cago, was named vice-president. 

T. D. Blair, agency manager of 
the Pilot Life;.Walter T. Shepard, 
vice-president and superintendent 
of agencies Lincoln National, and 
G. H. Chase of the Prudential 
were elected new members of the 
committee. Hold-over members 
are C. I. D. Moore, vice-president 
and superintendent of agencies 
Pacific Mutual, retiring vice-chair- 
man of the association; M. H. 
Bingeman, agency secretary, Great 
West Life; L. J. Doherty, vice- 
president, Guaranty Life of Iowa, 
and Stephen Ireland, vice-presi- 
dent and superintendent of agen- 
cies State Mutual. 
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Zacher Elected President 
of Travelers Companies 


SUCCEEDS LOUIS F. BUTLER 





Unanimous Vote Given Veteran Finan- 
cial Man of Great Multiple Line 
Insurance Fleet 





Unanimous elestion of L. Edmund 
Zacher, vice-president and treasurer of 
the three Travelers companies, as presi- 
dent, succeeding the late Louis F. But- 
ler, was in part appreciation of his 
long service of 25 years, or almost half 
the life of the company, and also of his 
great ability as a financial adviser, due 
to his connection with many business 
and financial organizations as officer and 
director. 

Mr. Zacher, who joined the Travelers 
as secretary to Sylvester C. Dunham, 
then president, becomes the fourth pres- 
ident of the Travelers in its 65 years 
of existence and heads one of the lar- 
gest multiple line insurance organiza- 
tions in the world. Its assets now total 
$600,000,000 and annual income is more 
than $200,000,000. 

Many Business Connections 


He is a trustee of the MHartford- 
Connecticut Trust Company and of 
the Society for Savings of Hartford, 
director of the United States branch 
of the Scottish Union & National 
and of the Connecticut River Bank- 
ing Company, Travelers. Bank & 
Trust Company, Lee, Higginson Trust 


Company of Boston, American Ex- 
change Securities Company of New 
York, Standard Screw Company of 


Hartford and St. Joe, South Bend & 
Southern Railway. 

Mr. Zacher is a member of the ad- 
visory committee of the metropolitan 
branch of the Chase National Bank, 
New York, and president of the North- 
western Telegraph Company. 

In his quarter century with the Trav- 
elers organization Mr. Zacher has seen 
it grow from a comparatively small 
group with $44,000,000 assets to assets 
of more than half a billion dollars. The 
investment and reinvestment of these 
tremendous funds have been under his 
direct supervision and will continue so. 


Had Banking Experience 


Mr. Zacher was born in Hartford, 
where he has spent his entire business 
life so far. Before joining the Travelers 
he was employed by the Farmers & 
Mechanics Bank for nine years and pre- 
vious to that by the Charter Oak Na- 
tional Bank, both of Hartford. He was 
appointed assistant treasurer of the 
Travelers in 1904, was elected treasurer 
in 1912, a director in 1915, and vice- 
president and treasurer in 1922. 

The nomination was made by Vice- 
President James L. Howard and di- 
rectors unanimously voted this choice. 
With no successor to Mr. Zacher chosen 
as treasurer, it is believed that the new 
president will continue to hold that of- 
fice—which he has held since its crea- 
tion in 1912—for some time. 


Michigan Has Adopted 
New Disability Provisions 








LANSING, MICH., Nov. 7.—After 
due consideration of the matter and 
observation of the general reaction 
throughout the country to the standard 
provisions for total and permanent dis- 
ability benefits in life policies adopted 
at the commissioners’ convention in To- 
ronto, the Michigan department this 
week decided to approve the standard 
form. All new policies must contain the 
standard provisions to obtain the de- 
partment’s approval after June 30, 1930. 


Have a personal copy of The National 
Underwriter sent to your home. 








Heads Travelers 











L. EDMUND ZACHER 


L. Edmund Zacher, who has been 
elected president of the three Traveiers 
companies to succeed the late Louis F. 
Butler, is the financial man of the Trav- 
elers organization and has been con- 
nected with it for 25 years. He has been 
vice-president.and treasurer of the three 
companies. 








Too Many Buying Homes 
with Not Enough Equity 





NEW ORLEANS, Nov. 7.—Al- 
though American domestic ambition has 
led to the relinquishment of modest 
homes, and the old fashioned idea of 
systematically paying off the mortgage 
has been superseded by a scramble for 
houses with costly features, foreclosures 
are surprisingly few and will decrease in 
the future, said William H. Kingsley, 
vice-president of the Penn Mutual Life, 
speaking before the convention of the 
Mortgage Bankers Association. 

Mr. Kingsley said that there is a ten- 
dency on the part of the public to under- 
take home ownership with too little 
equity so that the home is endangered 
when family illness or unexpected ex- 
pense throws them out of gear finan- 
cially. 

The break in the market, he said, has 
not destroyed money but has dissipated 
the froth of artificial values. It is sig- 
nificant that, as in all times, life insur- 
ance stands out as an asset that has not 
depreciated. 


Hit Two Million Mark 


The sales campaign conducted by the 
National Fidelity Life of Kansas City 
in October resulted in the highest 
amount of business yet written in a sin- 
gle month. The business completed 
between Oct. 1 and Oct. 31 was $2,195,- 
185 with 773 applications, as against 
$1,103,191 during the same month in 
1928. The campaign was in honor of 
President R. H. Rice. 

The first time this company wrote 
$1,000,000 in a single month was Octo- 
ber, 1928. It was not expected that the 
$2,000,000 mark would be reached this 
year, but plans were made early, thor- 
oughly and well carried out—the results 





followed. 


Issues Big Group Policy 


A group policy has been issued by 
the Prudential on 1,562 employes of the 
Boss Manufacturing Company, manu- 
facturing working gloves, with general 
offices at Kewanee, Ill. The policy in- 





volves a total of $1,452,620. 
a ee 


Stock Break May Bring More 
Conservative Canadian Law 





SUN ONLY LARGE INVESTOR 
Fear Small Companies May Get Into 
Trouble Under Present Invest- 
ment Regulations 





TORONTO, Nov. 7.—The recent 
break in Wall street was vividly re- 
flected on the ‘Canadian markets, and 
though prices quickly recovered most of 
the lost ground, the question of Cana- 
dian laws governing investments of life 
insurance companies is again to the 
fore. 

There is no doubt as to the present 
solvency of any of the Canadian com- 
panies. The only one which is a heavy 
investor in common stocks is the Sun 
Life, and its accumulated profits are so 
great as to be a formidable bulwark 
against loss. But there is a feeling that 
the Canadian law permits too much free- 
dom, and that smaller companies at- 
tempting to follow the example of the 
Sun Life might get into trouble. 


No Provision on Distribution 


Nearly all the important Canadian 
companies operate under Dominion char- 
ter and their investments are subject to 
Dominion law. In the provincial acts 
there are variations in respect to invest- 
ments, but the Dominion law is accepted 
as the standard. The law provides that 
common stocks of corporations may be 
bought which have paid dividends regu- 
larly for the preceding seven years, such 
dividends being not less than 4 percent 
per year, or $500,000 in amount. 

The provision regarding common 
stocks is regarded as _ conservative 
enough in respect to type of security 
that may be purchased. But there is no 
restriction in the Canadian law in re- 
gard to distribution of holdings. Thus a 
company might put nearly all of its 
funds into common stocks. 


Consider Further Limitations 


The Dominion insurance department 
has for some time had under consider- 
ation some further limit to common 
stock holdings. This would limit the 
common stocks to a stated percentage 
of the company’s total assets, or else to 
a stated proportion of the stock issue 
held. 

The department has already placed its 
ideas before officers of the companies, 
and a further conference is to take place 
about Nov. 15, through the ‘Canadian 
Life Insurance Officers’ Association. 

Compared to the Sun, the common 
stock holdings of other Canadian life 
companies are small. The Canada Life 
has only a few million, while with sev- 
eral companies the proportion is only 
nominal, But there are instances where 
small companies in an effort to build up 
surplus quickly, have bought blocks of 
common stock at the ‘high price prevail- 
ing in the past year, and instead of a 
profit they now have a market loss. 





Kansas City Actuaries Meet 


J. B. Reynolds, president of the Kan- 
sas City Life, presided at the second 
meeting of the Actuaries’ Club of Kan- 
sas City. Dr. H. A. Baker, medical 
director of the Kansas City Life, gave a 
report of mortality experience on female 
risks. The discussion included the paper 
of Dr. F. S. Weeks of the Mutual Life 
of New York and a comparison of the 
experience of the Kansas City Life. 

The new disability clause containing 
standard provisions approved by the In- 
surance Commissioners Convention at 
Toronto was brought up. The discus- 
sion was led by Dr. J. M. Wear, medical 
director, and F. E. Young, actuary, of 
the National Fidelity Life. Problems 
arising in connection with deferred an- 
nuities were browght out. 








Slight October Beeneee 
Among New York Agencia 





KNIGHT HAS BEST TOT,s, 





Ives & Myrick, Heretofore Persisten, 
Leader, Second—Position Strong 
Considering Market Turmoil 





NEW YORK, Nov. 7.—October rp. 
turns on new business in New York 
City agencies are of interest, in view of 
the stock market turmoil of the past typo 
weeks and are surprising in their strong 
position, comparatively speaking. |) 
September, when the recession was up. 
der way only on a gradual basis, bus. 
ness fell off more sharply in the Ney 
York City life offices than last month 
when the actual crash of stocks over. 
whelmed all interested in market specy. 
lation. October figures show the aver. 
age off slightly in most offices, even th 
Ives & Myrick office, which has persis. 
tently shown good increases in the face 
of market troubles, reporting a slight 
decrease. On the other hand, three o 
four of the large offices were able to 
show increases, so that the average was 
better than in September. It is believed, 
however, that this is because the actual 
crash did not develop until the end of 
the month and would only affect the 
written business totals, which will be 
felt in November returns. Year to date 
gains, however, assure a record volume 
for the year, despite developments. 

Gain Quarter Million 


The leading agency in October was 
the Charles B. Knight general agency 
of the Union Central Life, which paid 
for $3,750,000, a gain of a quarter mil- 
lion over last October's total of $3,500- 
109. The year to date total in that 
agency was $35,892,523, compared with 
$33,297,141 last year. 

Ives & Myrick of the Mutual Life of 
New York, the leader for the year, was 
second for October, with a paid business 
of $3,149,150, compared with $3,343,000 
last October. The year to date figure 
of $40,473,957 is nearly $4,000,000 ahead 
of last year’s total of $36,757,727. 

: Keffer, general agent for the 
Aetna Life, reports $3,117,600, making 
him a close third. This compares with 
$3,748,390 last October. The year to 
date figure is $31,627,198, a gain of $3- 
636,716 over last year’s total of $27, 
990,482. 

Beers & DeLong Fourth 


Beers & DeLong of the Mutual Ben- 
efit showed a good gain of some 15 per- 
cent for the month, being fourth in the 
city. The October total was $2,621,500, 
compared with $2,283,000 last October 
The year to date total was $27,053,900, 
compared with $25,527,443 last year. 

‘J. Elliott Hall of the Penn Mutual 
was next with $2,414,730, compared 
with $2,538,070 last October, and 
year’s total of $30,323,499, compared 
with $29,147,642 last year. 

The most remarkable record was that 
of the J. C. McNamara agency of the 
Guardian Life, which paid for $2,338; 
207, compared with $973,579 last Octo 
ber. This brought the year’s total up 
to $18,496,801, compared with $13,373; 
494 last year. October showed an i 
crease of over 150 percent and the years 
total shows a gain of over 40 percent. 

P. M. Fraser, general agent for the 
Connecticut Mutual Life, also had 4 
prosperous month, paying for $2,076,800, 
compared with $1,686,960 last October 
and bringing the year’s total to $%4- 
005,870, compared with $19,713,660 last 
year, a gain of 25 percent. 

The Keane-Patterson agency of the 
Massachusetts Mutual ‘thas also show! 
remarkable progress, its monthly to 
of $1,681,765 being 65 percent ahead 
last October’s total of $1,065,000 and 
its year to date total of $17,432,000 be- 
ing 53 percent ahead of last year’s total 
of $11,391,000. 
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Schriver Gives Essential 
Traits for Big Salesman 





INSPIRING CHICAGO TALK 





Association Turns Out in Force to Hear 
Aetna General Agent—Whatley 
a Speaker 


Lester O. Schriwer, former superin- 
tendent of agents of the Aetna Life who 
now is general agent for the same com- 
pany at Peoria, Ill, outlined for Chi- 
cago life insurance men at a meeting of! 
the Chicago Association of Life Under- 
writers Tuesday the fundamental requi- 
sites of a sucessful man in the busi- 
ness. He stripped off nonessentials in 
his strongly analytical style gained from 
long experience, starting with a rate 
book. 

As he sees it a man to be a success in 
this business must be an optimist, who 
believes in himself and in his business. 
He must have vision, idealism, the right 
philosophy of living, the ability of or- 
iginal thinking and capacity for a tre- 
mendous amount of work. 

“There are a great many discourage- 
ments in this business,” Mr. Schriver 





said, “a great many heartbreaks. When 
a man has the grit to absorb such 
shocks as one of my men did recently 
when he had seven straight rejections, 
he is a long way on the road to success. 
This man told me, ‘Well, anyway, I 
know now what kind of business the 
company won’t accept.’ 

“Once in a while we get to thinking 
the whole business is wrong and only 
we are right, when the trouble is en- 
tirely with us. If our job is only dreary 
drudgery, six, or eight or 10 hours a 
day, then we have no conception of 
life underwriting. 


Success Lies in Ideals 


“The men who succeed in this busi- 
ness almost without exception have very 
high ideals. On the other side is the 
unethical operator, the rebater, the 
twister. I believe the man who will 
deliberately twist to the disadvantage 
of the policyholder and the underwriter 
ought to be hung from the yardarm. 

“The right philosophy of human re- 
lationship is giving 100 cents of mer- 
chandise for every $1, maintaining one- 
self above reproach. The people more 
and more are coming to place their con- 
fidence in the life underwriter who does 
for his family what he is trying to per- 
suade other men to do for theirs.” 

Mr. Schriver was the principal speaker 
at the luncheon, being preceded briefly 





by S. T. Whatley, Aetna Life general 
agent in Chicago who is president of 
the National Association of Life Un- 
derwriters. Mr. Whatley told the 250 
to 300 agents and managers present that 
National association affairs are in better 
shape than ever before, with member- 
ship the greatest in history, all members 
pulling together and the previous dis- 
sensions in the New York executive 
office ended. He commented on, the 
Chicago association’s accomplishment 
in increasing its membership almost 50 
percent in the last 90 days, and then in- 
troduced Mr. Schriver. 

President E. B. Thurman, who is Mis- 
souri State Life manager in Chicago, 
presided. Three trust company repre- 
sentatives were prominent at the speak- 
ers’ table: A. B. Hussander, Continental 
Illinois National Bank & Trust Com- 
pany; H. Hara, State Bank of IIli- 
nois, and Harold J. Clark, Central Trust 
Company of Illinois. 


Philadelphia Life 


The Philadelphia Life is now prepared 
to issue disability and double indemnity 
benefit with $25,000 of insurance, thereby 
providing $250 a month benefit for total 
and permanent disability and $25,000 
extra for accidental death. 





Fall is the time to read—have a per- 
sonal copy of The National Underwriter 
sent to your home. 








LITTLE STORIES 
from the FILES of a 
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drop the matter. 
what course to pursue. 


and explained his difficulty. 


panies’ service to agents. 


HE collision was slight and since neither of the two cars 

involved was damaged appreciably, their drivers—one a 
native Bostonian and the other a California tourist—agreed to 
Therefore, a day later when the car of the 
latter was attached for $500 he was surprised and worried as to 
Remembering his Continental Auto- 
mobile policy, he called at the Boston offices of the Company 
Two adjusters were assigned to 
look after his interests. Within a few hours 
lease of his car, absolved him of all responsibility for the acci- 
dent, and established grounds for a suit for damages against 
the driver of the other car as well. . 
Thus a situation which had threatened 
to prove troublesome, and perhaps 
costly, was quickly and efficiently dis- 
posed of through Continental service. 


The quality of Continental service to assur- 
eds is matched by the quality of the Com- 
A Home Office 
organization of nearly 1,000 well-trained 
employees, under the guidance of a large 
staff of able executives offers business-build- 
ing profit-winning assistance to fieldmen. 


CONTINENTAL CASUALTY COMPANY 
CONTINENTAL ASSURANCE COMPANY 


ILLINOIS 
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Prospect Data 
Given in Report 


(CONTINUED FROM PAGE 5) 
$50,000 or more in 1927 would, of itself 
double the present insurance in force 
There were 33,695 returns of income 9 
$50,000 or more and these were locate 
in various sections of the country 4 


follows: 


Income Classes 
$ 50,000 to $ 





60,000 to 70,000 5,644 364,580) 
70,000 to 80,000 3,844 287,559.81 
80,000 to 90,000 2,781 235, 627,04 
90,000 to 100,000 2,112 200,419 2: 
100,000 to 150,000 5,261 636,018, 52 
150,000 to 200,000 2,122 364,214 566 
200,000 to 250,000 1,106 246,2 § 
250,000 to 300,000 645 176,8 6 
300,000 to 400,000 755 259,624.65 
400,000 to 500,000 6 171,497,074 


500,000 to 750, 
750,000 to 1,000,000 173 


149, 167,39 
1,000,000 to 1,500,000 138 =: 16 4, 637,44 
1,500,000 to 2,000,000 56 97,049,514 
2,000,000 to 3,000,000 55 132,044,0 
3,000,000 to 4,000,000 22 74,835,056 
4,000,000 to 5,000,000 8 36,523,123 
5,000,000 and over 11 95,551,714 


The number of personal tax returns 
filed, analyzed as to number of returns 
income, and average income, all point. 
ing to territorial study for the life un. 
derwriter, are given as follows for the 
various states: 


Net Income 


Total Net 
SII Scete* Tr oome 
Per KMeturn 


So 0 I 


Returns 
Number 


ten AVE. 


No Olen co 
-orooor 


D. of C. 3 
Florida 40, 
3 

















f ,613 1.9 
1,297,698 


Wis. . 100,956 
8,870 


New York Figures Given 


New York, the greatest field for the 
development of the large policy, shows 
the following analysis for the returns 
of $50,000 or over, there being 11,07 
such in that state: 


Income Classes Number Net Income 
$ 50,000 to $ 60,000 2,392 $130,549,71° 

60,000 to 70,000 1,776 114,300,00, 

70,000 to 80,000 1,229 92'035,998 

80,000 to 90,000 903 76,406,883 

90,000 to 100,000 686 

100,000 to 150,000 1,768 

150,000 to 200,00 799 


400,000 to 500,000 152 
500,000 to 750,000 190 
750,000 to 1,000,000 80 
1,000,000 to 1,500,000 65 


1,500,000 to 2,000,000 26 
2,000,000 to 3,000,000 22 





3,000,000 to 4,000,000 14 «47,841,181 
4,000,000 to 5,000,000 2 9,390 
5,000,000 and over 7 ~~ 68,131,0% 
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Smith, New Jersey; E. Forrest Mitchell, 
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California. sae New York Life’s Mortality 


Quarrie, chairman, Utah; Clare A. Lee, 


e LY ron: ‘kson Cochrane, C "g ; Fer- 
Commissioners oo oe ens pan 1 wa. 


bour, Rhode Island; George Huskinson, The number of deaths from cancer is 





Committees Appointed for a <s e Pisamnig enicity: seven 
| 








LL 









Committees for the ensuing year have 
heen appointed by Commissioner How- 
ard P. Dunham of Connecticut, presi- | 
dent of the National Convention of In- 
surance Commissioners. These include | 
93 standing committees and three special 
committees, The latter were appointed | 
in accordance with a vote of the con- 
yention at its annual session in Toronto. 

The special committees will meet for 
organization at the winter meeting of 
the national convention which will be 
held at the Hotel Astor in New York, 
Dec. 10-12. The special committees are: 

Uniform law on investments—Dan C. 
Boney, North Carolina, chairman; Al- | 
bert Conway, New York: George Husk- 
inson, Illinois; Frank H. Smith, New 
Jersey; Theodore Thulemeyer, Wyom- 
ing. 

Merit rating plan of insuring automo- 
biles—C. S. Younger, Ohio, chairman; 
Albert S. Caldwell, Tennessee; Clar- 
ence C. Wysong, Indiana; John E. Sul- 
livan, New Hampshire; Garfield W. 
Brown of Minnesota. 

Committee to investigate commission 
costs of insurance—Charles D. Living- 
ston, Michigan, chairman; Milton A. 
Freedy, Wisconsin; Albert Conway, 
New York; Ray Yenter, Iowa; George 
P. Porter of Montana. 


Standing Committees Named 


rhe standing committees appointed by 
President Dunham are as follows: ; 

Accident and Health—Clare A. Lee, 
chairman, Oregon; John E. Sullivan, New 
Hampshire; D. C. Neifert, Idaho; Wilbur 
D. Spencer, Maine; Sam B. King, South 
Carolina; W. V. Knott, Florida: Garfield 
W. Brown, Minnesota; Lloyd Dort, Ne- 
braska, C. S. Younger, Ohio. 

“er 


Actuarial Bureau—Jackson Cochrane, 
chairman, Colorado; Jess G. Read, Okla- 
homa; Matthew H. Taggart, Pennsyl- 
vania; C. S. Younger, Ohio: Harrison 
tider, Maryland; William E. Floyd, Ar- 
kansas; James G. Shaw, Delaware. 
* * * 

Assets of Insurance Companies—Joln 
E. Sullivan, chairman, New Hampshire; 
George P. Porter, Montana; S. A. Olsness; 
North Dakota; Dan C. Boney, North-Car- 
olina; Wilbur D. Spencer, Maine; W. V. 
Knott, Florida; Theodore Thulemeyer, 
Wyoming; Bush ‘W. Allin, Kentucky; 
Merton L. Brown, Massachusetts. 

* ©. 6 

_ Blanks—Henry D. Appleton, chairman, 
New York; Walter A. Robinson, Ohio; 
Arthur E. Linnell, Massachusetts; 
Charles B. Coulbourn, Virginia; Robert 
E. Daly, Missouri; Jean M. Legris, Rhode 
Island; H. G. Brunnquell, Wisconsin; 
James H. Washburn, Tennessee; Leo J. 
Treanor, Michigan; T. Loyal Anderson, 
Illinois; Donald Harlow, Iowa: John G. 
Vaughan, Texas; Russell O. Hooker, Con- 
lecticut 





*x * ok 
Codification of Rulings—H. ©. Fish- 
back, chairman, Washington; S. A. Ols- 
hess, North Dakota; Fernand Mouton, 
Louisi na; Harrison tider, Maryland; 
Edgar ©, Lawson, West Virginia; Wil- 
liam E Floyd, Arkansas; Wilbur D. 


Spence Maine; Bush W. Allin, Ken- 
tucky 
* * * 

Valuation of Securities—Albert Con- 
way, chairman, New York; Robert C. 
Clark, Vermont; Milton A. Freedy, Wis- 
©onsin; Harrison Rider, Maryland; Mer- 


— L. Brown, Massachusetts; H. O. Fish- 
ack, W ishington; Frank H. Smith, New 


seeans W. A. Tarver, Texas; George 
1usKinson, Illinois. 
* * x 


Examinations—Joseph Button, chair- 
i Vv rginia; Jess G. Read, Oklahoma; 
John E. Sullivan, New Hampshire; Clare 
> Lec Oregon; Dan C. Boney, North 
Mie.) HO. Fishback, Washington; 
~ neat Freedy, Wisconsin; E. Forrest 
“itchell, California; James G. Shaw, Del- 
aware; Albert S. Caldwell, Tennessee. 

xk * * 

PP and Legislation—Ray Yenter, 
eee lowa; Matthew H. Taggart, 
ha: de Sam B. King, South Caro- 
ert a reorge H. Thigpen, Alabama; Rob- 
well ‘= lark, Vermont; Albert S. Cald- 
eek: ee Albert Conway, New 

, E. Forest Mitchell, California; Don 








Illinois: Amos A. Betts, Arizona; Frank | actually increasing, rather than decreas- 
Cc. Lewis, South Dakota; Milton A.|H. Smith, New Jersey; William E. Floyd, | jing, despite educational propaganda and 


Freedy, Wisconsin; Garfield W. Brown, | Arkansas. . str as ns . ac- 
Minnesota; George P. Porter, Montana; x * * improved — he rer gee = 
Frank H. Smith, New Jersey. Credentials—T. M. Baldwin, Jr., chair- | CoTding to the New York Life, which 
* * * man, District of Columbia; Philip H reported its experience during the last 

*, Neifert, | 20 years with deaths from cancer and 


Fraternal Insurance—George H. Thig- ; Wilbour, Rhode Island; D. C. 
pen, chairman, Alabama; Charles D. Liv- | Idaho; George Huskinson, Illinois; Ben malignant tumors. 


ingston, Michigan; Philip H. Wilbour, | S. Lowry, Mississippi; William B. Harri- In the first nine month of this year 
Rhode Island; Ben S. Lowry, Mississippi; | son, Georgia. cancers were responsible for about 10% 
Clarence C. Wysong, Indiana; Charles F. x * * ercent of all deaths among policy- 
Hobbs, Kansas; C. S. Younger, Ohio; Rates of Insurance Companies—Dan C. perce —_ ons | - 
holders, and were the third greatest 


Wilbur D. Spencer, Maine; W. A. Tarver | Boney, chairman, North Carolina; Clar- A ‘ “ 
Texas; Theodore Thulemeyer, Wyoming. | ence C. Wysong, Indiana; George H, | Cause of death in this period. In 1928 
*x* * * Thigpen, Alabama; J. G. McQuarrie,| deaths from this cause represented 
Miscellaneous—S. A. Olsness, chair- | Utah; Lloyd C. Dort, Nebraska; J. H. slightly less than 10% percent of the 
— — oe a - bl ee — a Zz. we Thompson, total, while in 1917 the percentage was 
gart, *ennsylvania; yeorge M *orter, | Missouri; Amos A. Betts, Arizona. ~— e . ane » al . " 
Montana; Don C. Lewis, South Dakota; * * * 8% and in 1908 only © 3° 4 agg Phage 
Sam B. King, South Carolina; Ben 58. Standardization of Agents’ Applica- than men die of cancer, it has been 
Lowry, Mississippi; Frank H. Smth, New | tions and Licenses—W. A. Tarver, chair- found. 
Jersey; W. A. Tarver, Texas; Lloyd C. | man, Texas; Matthew H. Taggart, Penn- | ~ ' 7 — _—_____—— 
Dort, Nebraska; C. S. Younger, Ohio; Jess | sylvania; Charles D. Livingston, Michi- ~~ : von 
G. Read, Oklahoma. gan; Clare A. Lee, Oregon; E. C.| son, Nevada; Merton L. Brown; Massa- 
x * * Peterson, Nevada; W. V. Knott, Florida; | chusetts; Albert Conway, New York; J. B. 
Rates of Mortality and Interest—Gar- | John E. Sullivan, New Hampshire; Edgar | Thompson, Missourt; Bush W. Allin, Ken- 
field W. Brown, chairman, Minnesota; | C. Lawson, West Virginia; C. S. Younger, | tucky; William B. Harrison, Georgia. 


tobert C. Clark, Vermont; Matthew H. | Ohio; J. G. McQuarrie, Utah. Unfinished Business—Philip H. Wil- 
Taggart, Pennsylvania; Charles D. Liv- a bour, chairman, Rhode Island; George P. 
ingston, Michigan; Jackson Cochrane, Taxation—Sam B. King, chairman, | Porter, Montana; Amos A. Betts, Ari- 


Colorado: Charles F. Hobbs, Kansas; | South Carolina; Jess G. Read, Oklahoma; | zona; Theodore Thulmeyer, Wyoming; 
George Huskinson, Illinois; Frank H.| J. H. Vaughn, New Mexico; E. C. Peter- | Wilbur D. Spencer, Maine. 


PROGRESS 


Including the September business and comparing the first nine months of 1929 with the 
first nine months of 1928, the Company showed a gain of 22.1% in business written directly 
by its agents. 

Other points in the Company’s progress are revealed in the following summary of the 
Company’s statement covering the first nine months of 1929: 














ge eg . a Total admitted assets as 
of September 30, 1929. . .$30,135,872.37 





Total liabilities (excluding 
Capital, Surplus and Con- 
tingency Reserve) ...... 28,426,515.93 


Capital, Surplus and Con- 
tingency Reserve ...... 1,709,356.44 








$30,135,872.37 


Increase in admitted assets 
first nine months of 1929 2,874,365.71 


Increase in surplus and 
contingency reserve (sur- 
plus as to policyholders) 573,889.13 





Insurance in force as of 
September 30, 1929, over 
peeuawerentaseueeseee $145,000,000.00 


The Royal Union management is spar- 
ing no effort in building an insurance 
company that will be a credit to the 


great institution of life insurance in the 
Royal Union Life Building nation. 


Cor. Seventh and Grand Ave., 
Des Moines, Iowa 


ROYAL UNION LIFE 
INSURANCE COMPANY 


DES MOINES, IOWA 
A. C. TUCKER, President 
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Meeting of Canadian Life 


Officers Set in Toronto 





MANY REPORTS ARE DUE 
Discussions on Variety of Vital Subjects 
Forms Backbone of Company 
Executives’ Gathering 





TORONTO, Nov. 7.—T. A. Dark, 
general manager of the Excelsior Life 
and president of the Canadian Life In- 
surance Officers Association, and W. H. 
Somerville, vice-president of the asso- 
ciation and general manager of the Mu- 
tual Life of Canada, will submit the ex- 
ecutives’ report at the annual meeting 
in Toronto. 

Discussion and disposition of this re- 
port will follow, as well as inclusion of 
committee reports on institutional ad- 
vertising of life insurance, activities of 
the public health committee, cooperation 
between office and field forces, simpli- 
fication of returns for premium taxa- 
tion, new tables of reserve and recent 
legislative changes. 


Canadian Premier to Speak 


Election of officers and appointment 
of auditors, wil conclude the morning 
session, L. A. Taschereau, premier of 
the province of Quebec, will speak on 
“Le Code Napoleon.’ Members will 
visit the school of hygiene and Con- 
naught laboratories, University of To- 
ronto. 

The laboratory, in which many life 
insurance companies interested them- 
selves, were established to provide facili- 
ties for research in preventive medicine. 
Its products are numerous, one of the 
best known being insulin. 


Greenbaum Opens New Agency 


Nathan Greenbaum has been ap- 


pointed general agent in New York City 





for the Aetna Life to open a new up- 
town agency in the Times Square dis- 
trict at 1476 Broadway. Mr. Green- 
baum is well known in New York, hav- 
ing been in the business there 15 years. 
In 1916 he organized a general agency 
in downtown New York, which he thas 
operated since. 


CAMPAIGNS ARE SUCCESSFUL 





DeBarry & Associates Report on Re- 
writing Inadequate Rate Policies 
of Two Fraternals 





Rewriting of old inadequate contracts 
of the Western Catholic Union of 
Quincy, Ill, in a campaign being man- 
aged by DeBarry & Associates of Chi- 
cago has progressed so rapidly that, 
whereas on Jan. 1 only about 24 per- 
cent of the business was on an adequate 
basis, now the business is reported very 
largely changed over. It is expected 








that the W. C. U. contracts will be 100 
percent solvent in a short time and that 
a substantial surplus will result. 

DeBarry & Associates contracted to 
interview all members holding N. F. C 
4 percent certificates, with an offer to 
exchange for the fraternal’s new 4 per- 
cent American Experience certificates. 
The N. F. C. certificates are said to be 
sound, but they Jack nonforfeiture 
values provided in the W. C. U. cer- 
tificates. Full credit is being given 
members for the N. F. C. 4 percent re- 
serve in the exchange, so little increase 
in rate results, except when change is 
made from ordinary life to 20-pay or an- 
other higher premium form. 

Transfer of more than 80 percent of 
the membership of the Catholic Knights 
of Wisconsin so far solicited by De- 
Barry also is made known. More than 
$2,000,000 of new business has been 
written with less than 5 percent lapse. 


Have a personal copy of The National 





Underwriter sent to your home. 





Gets Promotion 














J. C. BARNSLEY 


The Guardian Life of New York an- 
nounces the appointment of Joseph C. 
Barnsley as associate actuary. Born in 
England, Mr. Barnsley is a graduate of 
Oxford. He is a fellow of the Actu- 
arial Society of America and an asso- 
ciate of the British Institute. 

In 1909 he took up his residence in 
Canada, becoming affiliated with one 
of the Canadian life companies in an ac- 
tuarial capacity. In 1914 he went over- 
seas with the Canadian forces, remain- 
ing in service until the cessation of 
hostilities in 1918. Upon his return he 
resumed his actuarial duties, and in 1923 
came to the United States to become af- 
filiated with an American company. 

On Feb. 15, 1928, he was appointed 
assistant actuary of the Guardian Life, 









from which capacity he was elevated 


to his present post. His successor » 
assistant actuary has not yet been », 
pointed. 


Large Louisville Meeting 


The subjects which were the centr 
themes of the Washington conference ¢ 
the Equitable Life of New York and th 
70th anniversary celebration in Ne 
York, “Cooperation” and “The Cha. 
lenge of the Future,” were discussed x 
the fall educational conference of th 
Cincinnati-Louisville agencies of (i 
Henry J. Powell, held in Louisyjl, 
About 125 persons attended. The hom 
office was represented by Roy R. Ha} 
superintendent of agencies, southern &. 
partment; Dan E. Mason, instructe 
and Henry C. Kranz, group sales supe. 


visor, all of whom spoke. Courteny 
Barber, ‘Chicago general agent, an 
M. A. Nelson, agency manager, z. 
tended. Fifteen members of the Cip. 
cinnati-Louisville agency gave shor 
addresses, with Colonel Powell presi. 
ing. 
Dinner for Moore 

Clark A. Moore, for the past 1 


months assistant general agent for th 
Aetna Life in San Francisco, who wa 
transferred to the new direct reporting 
office established in Oakland Nov. | 
was the guest of honor at an inform 
fellowship dinner in San _ Francisc 
E. H. Lestock Gregory, general agent 
at San Francisco, presided. Joseph 
Shelver, who was also transferred to th 
new Oakland office as manager of the 
group department, was also honored. 


Great National Increasing Capital 


The Great National Life of Dallas ha 
obtained a permit from the Texas blu 
sky division to sell additional stock » 
as to bring up the capital to $300,000 
The $10 par value shares are to be soll 
at $20 each. 
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‘Policies*hat Protect’ 





‘Policies%ar Protect « 











You_ mi 


Aiea eS 





ight be the Needle 


in the haystack— 


Good representatives are that hard 
to find. If you are one of that rare 
specie and want to connect with a 
financially strong company—near 
enough to give personal service—a 
company which works with you, 
furnishing a full line of forms to 
meet every contingency and a well 
planned portfolio of tools with 
which to work, write and ask us if 


SS our territory is open. 
SS ei, ry is ope 


The FARMERS & BAN KE 
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necen.n“#Man Power Is 
Greatest Issue 


tt been a, 
(CONTINUED FROM PAGE 3) 


agents, and so forth?” John Marshall 
Holcombe, Jr., manager of the bureau, 
ysked hypothetically. “Unqualifiedly. 
Research is the enemy of waste. The 
small company cannot afford to set up 










ting 
the centr 
nference g 
ork and th 













1 in Ney 

The Cha a research department. The great com- 
iscussed zim panies positively should have such de- 
ce of thgepartments. 

s of Cy Outlines Achievements of 1929 
Louisyill: . . ; 
The hom “We think our greatest accomplish- 
y R Hak ment in 1929 was the closer contacts 


with home offices. I believe our second 
achievement was our careful study of 
the possibilities of a national advertis- 
ing campaign of life insurance compa- 
nies. This was a demonstration of the 
ability of your bureau to gather facts 


uthern de. 
instructor 
ales super. 
Courteng 
gent, ani 


nager, 3d. b 
the Cig om @ large problem and put them in 
ave shoe such shape that you can have them 
ell presiz.e teadily available. Another thing done 


is the research work on the problem 
of training managers. We are training 
anew race of sales managers, the bu- 
reau helping in a modest way. 


past 1 “We feeel that our job is to assist 
it for thi the companies so that they will do this 
who waff work better. The real thing we think is 
reporting coming is that the companies will take 
Nov. 1% over this job. 
informal Costs Survey Is Valuable 
Francisco - 
ral agent “Another phase of agency manage- 
. Joseph ment which is worthy of consideration 
red to tie is that question of agency office costs. 
er of teil If the manager or general agent is not 
ynored, a good business man he will not be a 
success. The agency office cost mate- 
: rial developed by the bureau is a study 
Capital of such factors as how much it costs to 
Yallas haf collect an old policy, how much to carry 
exas bluff along new agents, older agents, and so 
stock sf forth. 
$300,000 “There are many problems in the busi- 
o be soi ness. I talked to one company execu- 


tive who felt there were none. He did 
not know there were any front line 
trenches in our battle. We believe we 
have found in the bureau that there are 
many.” 

Henry E. Niles, assistant manager of 
the bureau, who had direct supervision 
of the man-power survey, commented: 


Niles Reviews Survey 


“The idea that the $1,000 policyhold- 
ers later will become larger holders of 
insurance is fallacious, we found out. It 
may be due to the agents, but the facts 
are that very few later increase their 
lines considerably. 

“In one co y we found the mar- 
e company we fou 
ned agents had a higher chance of suc- 
cess than unmarried men. In another 
company we found that those who failed 
to make any statements as to their pre- 
vious business experience turned out the 


best. So there is no definite formula 
now available to apply in selecting 
agents in this respect.” 

A word of caution in interpreting the 


apparent facts contained in the tabula- 


tions was urged by Winslow Russell, 
vice-president of the Phoenix Mutual 
Life. 
Russell Urges Caution 

_ “An i irtant factor which strongly 
influences their showing in the early 
months, and which is variable according 
to the npanies,” he said, “is what 
help is given the new men.” Mr. Rus- 
sell agreed that an entirely new method 
of attack of the problem, and one which 


promises great possibilities, undoubtedly 
has beeen developed through the survey. 
The same opinion was expressed by M. 


aibere Linton, vice-president of the 
rovider t Mutual. 

It does seem to me that we have 
uncovered here a line of investigation 
that may in future prove very valuable,” 
he said. “Perhaps those who are not 
statistically inclined should not use these 
results. But suppose we, have a large 


experience along this line, comprising 
results in many companies. Perhaps we 
—_ determine in this manner the value 
of field schools. I believe we are on 




















Actuary Resigns 











H. N. BRUCE 
H. N. Bruce, actuary of the Illinois 


Life of Monmouth, IIL, has 
resigned. He went to the Illinois Bank- 
ers, Nov. 1, 1926. He was formerly 
assistant secretary of the Security Life 
of Chicago and at one time was con- 
nected with the actuarial department of 
the Western Union Life at Spokane. 
Mr. Bruce is regarded as a very capable 
actuary. 


Bankers 





the track of a very useful line of inves- 
tigation if the companies are willing to 
pool their experience in order to get a 
large enough spread to set up reliable 
averages.” 

Entire Assemblage Interested 


Eager interest in the man-power sur- 
vey was expressed almost unanimously 
by all in attendance, and it was voted 
by concurrence that the survey be am- 
plified by the bureau. Many executives 
promised cooperation and expressed a 
desire to have the bureau develop a 
standard form of questionnaire to use in 
reporting data, W. T. Grant, president 
of the Business Men’s Assurance of 
Kansas City, advancing this suggestion. 

Almost all of the addresses, reports 
on surveys and discussions bore strongly 
on this subject of man-power. the cen- 
tral theme being more efficient methods 
of training and helping men in the field 
to become successes quickly so they 
would be encouraged to remain in the 
business. 

The set subjects of field training 
courses, supervision in the field, training 
of managers to become better teachers 
of agents in life insurance salesmanship, 
use of the visual method of selling the 
life insurance business to agents, etc., 
all revolved closely around this main 
subject. 

An innovation was demonstration of 
the visual instruction method with a 
tiny stereopticon machine which man- 
avers can use on their desks in small 
gatherings of agents, or with single 
agency prospects. Mr. Holcombe ex- 
plained that this method of selling the 
business to agents is used by such great 
corporations as the Chevrolet Motor Car 
Company, but that at first he did not 
believe it was effective. He said he kept 
a machine close to him for weeks, try- 
ing it on chance visitors, and finally 
“became sold.” 

Leiter Gives Demonsiration 


Three machines were mounted so the 
large gathering could see plainly and 
then Fred O. Leiter, agency assistant 
of the Connecticut Miutual, ran through 
a sales talk to a new agent he had 
signed in Chicago two days previously, 
using the bureau's new “slide-film” serv- 
ice especially prepared for this purpose. 
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New York Lif 
E The success of any Company is primarily a matter of : 
5 management—that is, of MEN. Following is a g 
5 list of Directors, New York Life Insurance & 
= Company, the most recently elected ‘ 
= being Calvin Coolidge: 5 
: LAWRENCE F. ABBOTT.....Director Valentine & Co. s 
B JOHN E. ANDRUS ........ senvecsesccess Manufacturer ¢ 
5 NATHANIEL F. AYER........... sdietasaedinaae Textiles : 
. CORNELIUS N. BLISS..... ....Commission Dry Goods ® 
2 MORTIMER N. BUCKNER eee = 2 ¢ Soh, he : 
. THOMAS A. BUCKNER............ .... Vice-President c 
© Pres’t Columbia Uni- $ 
5 NICHOLAS MURRAY BUTLER { rs : 
5 CALVIN COOLIDGR { Fermer Presifent of the United : 
E GEORGE B. CORTELYOU. .Pres’t Consolidated Gas Co. s 
Z WALTER W. HEAD...... Pres’t State Bank of Chicago > 
. CHARLES D. HILLES.............- Insurance Manager . 
¢ ALBA B. JOHNSON.......... Retired, Philadelphia, Pa. : 
s PERCY H. JOHNSTON Pres’t Chemical Bank & : 
s Trust Co. : 
> WILLARD V. KING { Chairman Advisory Board, Irving - 
§ DARWIN P. KINGSLEY.................005. President § 
€ RICHARD I. MANNING. Farmer, Columbia, So. Carolina % 
% JOHN G. MILBURN................. seeeeeeee Lawyer : 
® GERRISH H. MILLIKEN...... Deering, Milliken & Co. $ 
S FRANK PRESBREY...Frank Presbrey Co., Advertising & 
8 JOHN J. PULLEYN.Pres’t Emigrant Ind. Savings Bank & 
= { Fleming H. Revell Co., Pub- % 
: FLEMING H. REVELL } ao : 
: Cian, Cote Ih 
Fi ttee, Con n - % 
2 GEORGE M. REYNOLDS ) —_ ian = ae Gn ‘ 
° Chicago & 
2 HIRAM R. STEELE. .Steele, DeFriese & Steele, Lawyers : 
5 JESSE ISIDORE STRAUS. Pres’t R. H. Macy & Co., Inc. 6 
: RIDLEY WATTS..... { Ridey Watts & Co, Dry Goods : 
: : 
2 || NEW YORK LIFE INSURANCE COMPANY | § 
5 MADISON SQUARE, NEW YORK, N. Y. I 
: DARWIN P. KINGSLEY. President : 
e e s . + e . . . . . s . s e e e * . . * . . . s e . ri 























12 THE NATIONAL UNDERWRITER November 8, 19 








——. 


Noven 


= 


The DIAMOND 














t The Diamond 
of Life Under. 


Up to January 
Life Bulletins 
writing” FR 


After Janusz ee and the 


regular pri 
Thus, afg 


The Salesmang period . $42.00 


The Training§ 36.00 
Hs $78.00 


Read the letters on the opposite page from 
Special Agents, Agency Supervisors, Man- 
agers and General Agents about the new 
Training Course “The Essentials of Life 


Underwriting.” 






Salesmanship Section 


A complete reference work on all phases of Life Insurance 
Selling, including the Special Branches of Business Insurance, 
Income Insurance, Inheritance Tax Insurance and Life In- 
surance Trusts. This information is kept continually up to 
date through the supplementary loose leaf Bulletins issued 
monthly. 
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LIFE BULLETIN 


cA few typical Statements by Underwriters, Supervisors, Man- 
agers and General A gents concerning the Training Course 


which we are furnishing FREE prior to January Ist, 1930. 


Louis M. Crandall, Representative, Norwich, Conn. 


Congratulations are due you for the splendid service that you are rendering to 
workers like myself in the insurance field. 


The first and second lessons are worth many times the cost of the entire course of 
lessons. 





,™ 4 
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Equitable Life Insurance Company of Iowa 


John W. Lawrence, Representative, Kansas City, Mo. 


I have wanted to write you for some time about your new course. I think it is 
one of the most constructive and practical systems for the presentation of life insurance 
I have ever studied. 


To give you one concrete example of how your service has paid me many times 
over. I have a prospect I have called on half a dozen times or more, but who does 
not believe in life insurance. I tried everything I had on him, but with no result. I 
finally took over the first eight lessons, and got him to promise to read them, sales talks 
= all, and when I came back a week later, I took his application with a premium of 
1600 





The Volunteer State Life Insurance Company 


C. G. Hall, General Agent, Port Arthur, Texas. 


I have been very much interested lately in the “Life Insurance As Property” idea 
that you have been putting in “The Essentials of Life Underwriting.” In my opinion 
the information that you are giving on this subject is of untold value to a Life Under 
writer. 


A few days ago I finished delivering an insurance program sold on this idea with 
an annual premium of about $5,000 and the information furnished by you on this 
subject was of great help to me in showing my prospect the value of Life Insurance 
as property. 


This is Your Last Opportunity to buy the Salesmanship 
Section of the Diamond Life Bulletins and the Training 
Course “The Essentials of Life Underwriting” for $42.00 





Oregon Life Insurance Company 
J. J. Patterson, Agency Supervisor, Seattle, Wash. 


In connection with your study and practice course, “The Essentials of Life Under 
writing,” I wish to say without reservation that I consider your course one of the 
most constructive moves that has ever been made for the benefit of our profession 
Several of our agents have already subscribed and others will do so. We are now 
conducting our class weekly in accordance with your instructions. 

I consider your Managers’ Letter Service and your outline in connection with 
agency meetings just as important as I do the course, because we managers as well as 
the agents need to be held to a definite program. I hope, therefore, that you will 
continue both these features throughout the entire course. 


, + 
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The Mutual Life Insurance Company of New York 
Gifford T. Vermillion, Manager, Mil 


I have now had time to go over the-first part of the new course of “The Essentials 
of Life Underwriting.” In fact, we are going through the course at our Monday 
morning meetings, and after the first lesson three of our representatives went out and 
wrote $15,000 of business, a $10,000, a $3,000 and a $2,000 application. 

To my mind it is a great step forward in the training of life insurance men and 
enables the general agent or manager to train his organization much better, more effi- 
ciently and in far less time than under previous methods 





kee, Wisconsin. 





" + 
oe _ 





Tbe Travelers Insurance Company 
H. LeRoy Shaw, Manager, Montreal, P. Q., Canada 


I am giving you below a list of sixteen members of our Agency, including myself, 
who are subscribing to “The Essentials of Life Underwriting.” 


a s 
ces - 


Ter Bush & Powell, General Insurance 
B. H. Bruce, Manager, Schenectady, N. Y. 


All twelve men taking the course, “The Essentials of Life Underwriting,” have 
said many times that it has helped them more than any publication they have ever 
studied before. 

I doubt if any manager who would use this course for four months could estimate 
the value to his agents. I have never conducted meetings where so much attention 
and interest were given, as 1 am able with the helps you give me and the knowledge 
the men have from studying the text, which they seem glad to do, to make progress 
These expressions are conservative and I feel they are due your fine work. 
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Lessons from Stock Market Break 








(CONTINUED 


his policy; he goes to bed with a clear 
conscience that not only has life insur- 
ance helped him over a difficult place 
but that in case of his sudden death 
his insurance would probably clear up 
his estate and leave his family in good 
shape by providing them with enough 
cash to clear up his debts, which would 
immediately matuse at his death, and 
which otherwise would probably result 
in the destruction of all or a large part 
of his estate. Insurance is what a man 
wants at all times, whether in the form 
of an insurance policy or not. If he has 
$100,000 in the bank it means just as 
much protection in case of his death as 
though he had $100,000 in life insurance; 
but few men have $100,000 in the bank 
whereas there are now over one hun- 
dred billions of life insurance protection 
which is as good as money in the bank 
in the case of his sudden demise, during 
a financial panic. Thus as United States 
Steel, or one or two other of the great 
leading stocks, are regarded as the basic 
security in the stock market, so a life 
insurance policy is a man’s basic se- 
curity in his business operations and in 


FROM PAGE 3) 


the building up of his estate. Now is 
the time for all life insurance men to 
emphasize again this great fact and it 
will go far to neutralize the effect of 
billions being swept away in the stock 
market crash, We do not regard 
pleasantly the “I told you so” type of 
prognosticator, but surely the life in- 
surance man is entitled to set forth 
again the fine quality of the securities 
for which he is the stock or bond sales- 
man. He is selling the one gilt edge 
security, different from all other securi- 
ties, in that it is better in times of stress 
than in times of prosperity. Life in- 
surance men are always teaching les- 
sons of thrift) finance, and protection 
against the proverbial rainy day; now is 
the time to drive this lesson home to a 
greater extent than ever before. 


Lesson Taught as 
to Common Stocks 


So far as life companies investing in 
common stock is concerned, the events 
of the recent past are a startling con- 
firmation of the theory that life insur- 
ance should stand first and last for 








protection and security. The Sun Life 
of Canada is the great outstanding ex- 
ample of a company investing in com- 
mon stocks, and the astute managers of 
that company will no doubt be able to 
weather the storm even though, no 
doubt, severe losses were encountered. 
Even they, however, must admit that 
there is a different feeling regarding a 
company which, no matter how well 
buttressed, is up to its ears in specula- 
tive stock markets, compared with the 
company which has refused to respond 
to the lure of possible large profits. 
While stocks were on the up-grade both 
agents and policyholders went over to 
the Sun Life in large numbers; in many 
cases there was little that agents of other 
companies could say in defense of their 
own companies’ policies because the 
danger of large losses in the stock mar- 
ket seemed remote. Today, the old 
standard life insurance argument of se- 
curity once more shines forth, and no 
doubt competing agents will be able to 
hold their own even against lower cost 
offers by companies which make their 
profits in the stock market. 


Sun Life and Its 
Investment Policy 


The Sun Life will no doubt continue 
to secure its share of the business, but 
there is a large portion of life insurance 








TENTH SUCCESSIVE 
GAIN in 1929! 


Directly following our announcement of a DEFINITE SALES PLAN for 1929, 
including the new Illustration Book, a 40% dividend increase and a complete new 
line of children’s policies with the new PAYOR INSURANCE FEATURE, pro- 
duction has steadily increased month after month. 


Charts Showing Actual Percentage of Gain 
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These steady and consistent increases month after month prove conclusively that 
Mutual Trust is growing at an unusual pace. 
merely be the workings of fate. THERE MUST BE A REASON. Our booklet 
entitled “CHOOSING A COMPANY” will be sent to you on request. 


CARL A. PETERSON, Vice-President 


Mutual Irust 


LIFE INSURANCE COMPANY 
Edwin A. Olson, President 
CHICAGO - 
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Association Will Take | 
Advantage of Stock Break_| 


| 
The Colorado Association of Life Up. 
derwriters has taken advantage of th 
present situation on the stock marke 
and will compete with Wall street {o, 
the funds of investors in the Rock 
Mountain field by the use of an inten. 
sive newspaper advertising campaign 
which started this week. “The oppor. 
tunities for profitable investment offered 
by life insurance companies,” declared 
Harry C. Fabling, president of th 
Colorado association, “are emphasize; 
by the recent tragedies of the stock ex. 
change.” The investment features oj 
life insurance will be stressed in the ad. 
vertisements and they will appear on the 
financial pages of the newspapers. 














prospects who will, whether wisely or 
not, decide that they would rather hay 
their insurance in a company whos 
dividends are not dependent on the 
common stock market quotations. Even 
with a lower net cost, the Sun Life will 
not have the great advantage over all 
other companies which it has enjoyed i: 
recent years. This is not to say that the 
Sun Life is not a thoroughly sound 
company, because undoubtedly it could 
stand a loss of hundreds of millions of 
dollars without affecting in the least the 
security of its policies. It has received 
the benefit of the fallacious notion as to 
the complete stability of great corpora- 
tion stocks: it will now no doubt be 
willing to concede that the companies 
whose reserves are invested in mort- 
gages and bonds have something to be 
said for their views of investments also 


American Prosperity 
is Deeply Rooted 


The real test of American prosperity 

will come within the next few months 
No doubt American business enterprise 
will put its best foot foremost and will 
give a good account of itself. The com- 
mon stocks will come back to a normal 
level. The water will be squeezed out 
of the unsound mergers. Industries in 
which there is overproduction and an 
overmanned and expensive organization 
will have to come back to the common 
level. Business will be back on a basis 
of actual values and investments will 
be judged by their real earning power, 
not so much in the future as in the pres 
ent. Everybody has faith in business 
America, but not in its excesses. There 
will be a new feeling of confidence, even 
though it will be recognized that wealth 
will have to be worked for and may not 
be gained by speculation. During this 
period life insurance will be in an envi- 
able position notwithstanding that many 
prospects will say that they cannot al- 
ford to buy life insurance because they 
have lost their money in the stock mar- 
ket. Such men need a new education 
because their ideas proceed from un- 
sound economies. 
One element of business will have to 
be watched carefully; that is the i- 
stallment buying plan. Assuming over- 
production in some lines, such as auto- 
mobiles, many workmen will be thrown 
out of employment. These men have 
their installment obligations. The i- 
stallment plan will likewise be under 
test in the period to come. 


Opens Agency Audit Department 
The Sentinel Life of Kansas City has 
established a new department in the 
home office to be known as the agenc) 
audit department, with F. M. Shelley ™ 
charge. Mr. Shelley for a number 0! 
years was employed in the audit division 
of the Kansas City Southern Railroad 


and had charge of the installation of the 
group insurance which that compat) 
carries on all its employes. He became 
connected with the Sentinel two year 
ago as a representative in Kansas Cty, 
Kans., and has made an excellent record 
in both life and accident and hea'th de- 
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Business Vision 
Aid to America 


(CONTINUED FROM PAGE 3) 
Medical Director Northwestern National 
Life. 

“Life Insurance Habits of Americans,” 
Edward D. Duffield, President Prudential. 
“The Business of Living,” John Grier 
Hibben, President Princeton University. 
Messages of Greeting from: American 
Life Convention, The Canadian Life In- 
surance Officers’ Association, The Na- 
tional Association of Life Underwriters. 


Friday, Dec. 13, 2:30 p. m. 


“Some Influences of the Countryside,” 
Francis David Farrell, President Kansas 
Manhattan, 


State Agricultural College, 
Kan. 
“Guiding Employe Thrift Plans,” 


Charles Proctor Cooper, Vice-President 
American Telephone & Telegraph Com- 
pany, New York. 

“Translating Vision Into Service,” 
George L. Williams, Chairman of the 
Board and Vice-President Union Central 


Life. 

“A New Vision in Salesmanship,” 
Solomon S. Huebner, Dean American Col- 
lege of Life Underwriters, Philadel- 
phia, Pa. 

Thousands of Estates Studied 


As indicated by the program, the re- 
sults of the original survey of life insur- 
ance habits of Americans, begun last 
spring, will be presented by Edward 
D. Duffield, president of the Prudential. 
Facts have been obtained from primary 
sources which will show the extent to 
which and the manner in which life in- 
surance is used by a representative 
cross-section of the American people. 

The analysis that will be made covers 
a cross-section of the American people 
that is representative both as to income 
status and geographical distribution. It 
is believed that with this information it 
will not be necessary this year to depend 
solely upon per capita averages, ratio of 
premiums to estimated national income, 
and other like general figures to indicate 
present life insurance trends. These 
trends will be shown ‘by concrete 
answers, made possible by this survey, 
to such fundamental questions, among 
many others, as: Is life insurance of 
greatest service to the very rich, moder- 
ately well-to-do, or to those who depend 
solely upon their earnings and who have 
not accumulated property? From what 
group has come the largest contribu- 
tion to the total volume of life insur- 
ance? What group or groups are under- 
insured as compared with other groups 
that are insured for relatively adequate 
amounts? As compared with married 
men, how do bachelors value life insur- 


ance? What beneficiaries are most fre- 
quently named in a life insurance 
policy? To what extent do the Ameri- 


can people rely upon life insurance in 
the creation of their estates? 
Relationship of Insurance to Income 


Classifying these answers according 
to incomes of policyholders, it will be 
possible to set standards respecting the 
relationship of the amount of life insur- 
ance and the premiums thereon to the 
incomes of policyholders—not theo- 
retical standards, but. standards of actual 
performance established by policyhold- 
ers themselves. Comparison of these 
standards will indicate from what type 
of policyholders the greatest increase of 
‘ite insurance may be expected in the 
near tuture. 

Unusual Uses of Policy Proceeds 


From yet another perspective, a pic- 
ture of life insurance service through 
the use of policy proceeds will be pre- 
sented by George L. Williams of Cin- 
cimnati, chairman of the board and vice- 
president of the Union Central Life. 
The wse of life insurance to meet un- 
usual situations presented by the death 
of the insured has been broadly studied 
by Mr. Williams and he has collected 
a large amount of interesting data based 
ween actual cases in which life insurance 
aS met some unusual emergency. Data 
have been contributed by more than 
twenty leading companies. 





Whirlwind Week Ends 
With Bathroom Canvass 














Thomas Gwaltney, producer at Fort 
Worth for the Southland Life of Dallas, 
Tex., goes so far in his canvassing meth- 
ods as to accost men in their baths, and 
that probably accounts for the fact that 
in the week starting Oct. 21 he piled up 
applications totaling $1,109,000 and re- 
ceived a promise of a $250,000 applica- 
tion from the “gentleman of the bath.” 

It occurred this way. Mr. Gwaltney 
started out in his car from Fort Worth 
on Monday of the week and staggered 
the company when the Saturday noon 
mail disclosed he had written more than 
a million of business in five days. The 
scene shifts to a hotel where one James 
B. Donigan, a prominent Texas oil op- 
erator who had brought in a wild cat 
well at 2 o'clock Sunday morning, was 
attempting to get off some of the grime 
of this operation. The outer door of 
his room banged, the bathroom door 
was jerked open, and there stood Mr. 
Gwaltney with an application for $250,- 
000 all ready for signature. Mr. Doni- 
gan was so surprised that he promised 
to go through with the deal later, as 
he could not at the moment because 
his hands were slippery with soap. 








Major Moody Quits Post 
With Columbian National 





Maj. James B, Moody, Jr., has re- 
signed as superintendent of agencies of 
the Columbian National Life, a position 
he has held for nearly seven years. 
Major Moody, whose residence is in 
West Hartford, Conn., has not yet de- 
cided upon a new connection. 

Before going with the Columbian Na- 
tional he was superintendent of the Con- 
necticut agency of the New England 
Mutual, under the late Lee C. Robens 
as general agent. That position he held 
for nine years, two of which were spent 
as an officer in the army during the 
World War, both in this country and 


in France. 
His first insurance experience was 
with the Travelers as branch office 


cashier and special agent, life and acci- 
dent departments, at Des Moines. Fol- 
lowing his return from France in 1919 
he attended the first class of the Car- 
negie school of life insurance salesman- 
ship. All told, he has been in the busi- 
ness nearly 18 years. Before the Con- 
necticut Life Underwriters Association 
was split into local associations Major 
Moody was for several years its sec- 
retary and treasurer. 


Lowry Takes Over Company 

Affairs of the Mississippi Life & Cas- 
ualty of Jackson, proposed $1,000,000 
organization, have been taken over by 
Commissioner Ben Lowry, following 
the arrest of A. J. Oubre, treasurer, and 
cashier of the Kemper Bank of Scooba, 
Miss., on the charge of embezzlement. 
The bank was closed by the state bank- 
ing department and a shortage of $40,- 
000 reported. L. C. Cadenhead, promo- 
ter and active vice-president of the 
company, is to appear and show Com- 
missioner Lowry why the permit to 
organize the company should not be re- 
voked. 

Dr. W. W. Smithson of Jackson is 
president, Dr. J. W. Barksdale, chief 
medical director, and George May is 
general counsel. 


Has Record October 


The observance of “policyholders’ 
month” by the agency force of the 
Bankers Life resulted in the production 
of $18,997,847 in issued and paid for in- 
surance in October, making it the larg- 
est October in the history of the com- 
pany. The October total brings the 
gross business for the year to date to 
approximately $115,000,000. 








TOUCHDOWN! 


ANY of the “‘sandlot stars”’’ of today 
will in“only a few years be cheered by 
thousands in packed stadiums—provided 
they go to college. Unfortunately, lack 
of funds cheats thousands of young men 
—and women—of a chance to go to 
college. 

The benefits of a college education, 
many of them more important than a 
place on the football team, are undis- 
puted. Translating these benefits into 
dollars and cents, for example, we find 
that the college graduate possesses a defi- 
nite advantage over his less schooled 
brother in making a financial success of 
life. ‘Tomorrow’s leaders must be college 
trained. 

These indisputable facts help the NYNL 
agent for, by means of a NYNL Child’s 
policy, he offers parents assurance that a 
financial emergency will not wholly de- 
prive their boys and girls of a college 
education. 

NYNL agents are well equipped to offer 
this service, profitable to them because, 
rightly used, it results in additional sales 
to parents. 


NYNL POLICIES FOR CHILDREN 


Child's Educational Endowment 
Maturing at Age 18—Child’s 20 Year En- 
dowment—Child’s 20 Payment Endow- 
ment at Age 85—Participating and Non- 
participating forms of each. 
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LIFE INSURANCE COMPANY 
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Getting Back 


SOMETIMES it takes a catastrophe, a 
very untoward event or severe experi- 
ence to shake a person into the right 
channel of thinking. For the last few 
years people have been absorbed almost 
universally in the stock market, feeling 
that there was a new method of creat- 
ing wealth without much work. Un- 
doubtedly this sentiment caused much 
dissatisfaction when those who had not 
the means of getting into the market 
heard of money being made in large 
sums without the least effort. 

Life insurance became entirely too 
slow. Policyholders felt that they could 
amass a protection fund in a short time 
where by means of life insurance it 
would take some years to create an 
estate if the policyholder lived. He was 
not satisfied with the yearly accretions 
to his reserves. 

The investments of life insurance com- 
panies are hedged about by law in order 
to protect policyholders’ funds from 
being invested in speculative enterprises. 
In view of the fact, however, that the 
stock market did not break and that 
the market prices soared upwards, even 
some rather conservatively minded ex- 
ecutives began to feel that the time had 
come when life insurance companies 
could well hold the common stocks of 
high-grade institutions that had a good 
dividend paying record, 

Yet in the twinkling of an eye the 
bottom falls out of the market and the 
values of securities slumped tremen- 
dously. The investments allowed life 
insurance companies are of such a char- 
acter that there is very little fluctuation. 
The earnings on the investments are 
normal. In view of the experience of 
the last few weeks or so the movement 
towards liberalization of life insurance 
investments has been thwarted by the 
strongest possible argument—experi- 
ence itself. 

Insurance men have met stiff opposi- 
tion—sales resistance—because of the 
marvelous profits made in stocks. Thou- 
sands of persons of small income 
shrugged aside conservatism for the 
golden promises of the stock market. 
Stock values are largely speculative. 


on Old Track 


They are so because the great manipu- 
lators make them so, Since the big 
speculators know in advance what is 
going to happen, because they make it 
happen, they take their profits first. 
Small investors, unless they have an 
early flash of reason, can hope to do no 
better smpagbecin to sell when the mar- 
ket starts down, and then it is too late. 
Every share dumped on the market 
after that point drops the price and 
paper profits fade like the proverbial 
snowball. 

This break may not be THE break, 
but when the cataclysm comes, thou- 
sands, maybe hundreds of thousands, of 
small investors will suffer financial loss 
that they cannot afford to absorb. Right 
then they will discern the golden rule 
that Rocer W. Basson and other financial 
wizards long ago formulated, that the 
person of small means has no right to 
speculate. 

Forward looking life insurance men 
see in this situation great possibilities 
for the placing of protection. They be- 
lieve that the public, having burned its 
fingers on a speculative “sure thing,” 
will turn to the only financial arrange- 
ment for independence that is truly sure 
—life insurance. 

People will now see the fallacy of 
feeling that they can intrude on their 
sinking fund to protect them against 
major contingencies with impunity. They 
find that to rely on the speculative mar- 
ket is dangerous. Life insurance, there- 
fore, has come into its own, revealing 
itself as more substantial than ever, a 
stronger bulwark, a great beneficent 
scheme of protection worth always 100 
cents on the dollar, whose value does 
not fluctuate. Regardless of war, panic, 
pestilence, mortality, complications of 
all sorts, life insurance withstands all 
shocks and reveals itself in time of stress 
and storm as the beacon light in the 
world, 

Life insurance agents now have an 
argument for purchasing protection in 
the face of tragic experience, loss, 
blasted hopes and profits that have been 
swept away in the stock market cata- 
clysm of recent weeks. 


What a Woman Can Do 


Miss Loraine THOMPSON, assistant 
manager in the home office general agency 
of the Union Centrat Lire, who died 


last week, was an instance of what young 
women can accomplish in business. She 
entered Manager JonN Suurr’s office at 





the age of 17, an entirely green stenogra- 
pher, and when she died at the age of 24 
she was a thoroughly experienced insur- 
ance woman, a valuable assistant to Mr. 
SuvurrF in handling his large sales force, 
an expert on life insurance, a diplomat 
and a friend to every agent in the office. 
Miss THOMPSON was a steady attendant 


at the NationaL Lire UNDERWRITERS As. 
SOCIATION conventions and brought back 
from each one a world of ideas which she 
applied in her daily work. There ar 
thousands of women in life insurance oj. 
fices and selling insurance who can gain 
inspiration from the short but brillian 
career of Miss THOMPSON. 








PERSONAL SIDE OF BUSINESS 











Danford M. Baker, vice-president of 
the Pacific Mutual Life, reports person- 
ally that he is improving rapidly after 
his serious illness and expects to be in 
100 percent health very shortly. When 
ke returns to his desk he will continue 
as one of the company’s senior execu- 
tive officers, devoting some time how- 
ever, to agency and underwriting depart- 
ments. Mr. Baker was given a testi- 
monial on his birthday in the form of 
$2,322,440 of life and accident business 
written in his honor. 


Claris Adams, retiring manager and 
general counsel of the American Life 
Convention, was host at a dinner at St. 
Louis, at which he presented his suc- 
cessor, Judge Byron K. Elliott, and 
Wendell Phillips Coler, secretary and 
actuary of the convention, to the exec- 
utives of the St. Louis life insurance 
companies that are members of the 
American Life Convention. The com- 
panies represented were the Missouri 
State Life, Continental Life, Central 
States Life, American National and St. 
Louis Mutual Life. 

Mr. Adams will leave for Detroit in 
a short time to assume his duties as 
vice-president of the American Life of 
that city. 

October, dedicated to President O. J. 
Arnold by the agency organization of the 
Northwestern National Life of Minne- 
apolis, set a new October record with 
$5,872,005 in new ‘business. Arnold 
month business exceeded that of Oc- 
tober, 1928, by more than $500,000. It 
was the 13th consecutive month in which 
new business has gone over $5,000,000. 


“Birthday week,” Oct. 21-26, and 
President Arnold's birthday, Oct. 29, 
were the high spots of the month. The 


field forces responded to Agency Direc- 
tor W. F. Grantges’ suggestion to pro- 
duce over 22 percent more applications 
than in October, 1928. Mr. Arnold’s 
fourth anniversary as president of the 
Northwestern National Life, which also 
occurred in October, made it a double 
anniversary month, 


Miles W. Heitzeberg, formerly fourth 
vice-president of the Missouri State Life, 
has assumed his new duties as vice- 
president and treasurer of the Inter- 
Southern Life of Louisville. Both com- 
panies are controlled by Rogers Cald- 
well and associates. 

Mr. Heitzeberg joined the Missouri 
State Life April 16, 1926, shortly after 
control of the company passed from a 
group of St. Louis men headed by M. 
E. Singleton to the Caldwell interests. 


Charles Woest, superintendent of the 
home office building of the Northwest- 
ern Mutual Life in Milwaukee, com- 
pleted his 44th year of continuous serv- 
ice with the company Nov. 3. Mr. 
Woest is 64 years old, but ridicules the 
idea of retirement on his 65th birthday. 


Edgar Paul Hermann, advertising 
manager of the Lincoln National Life, is 
the author of an article in the current 
number of “Printers Ink Monthly,” enti- 
tled “Figures Never Lie—but Liars Fig- 
ure.” He comments on the optical illu- 
sions used in advertisements which give 
a distorted impression of facts. 


At a Halloween party given in Nash- 
ville to officials and employes of the 
Life & Casualty, more than 150 in num- 
ber, by President A. M. Burton, the 








officials and’ employes presented Mr 
and Mrs. Burton with a silver service 
in honor of their 25th wedding anni. 
versary. 

R. A. Trubey, general agent for the 
Guardian Life in Fargo, has been re. 
elected president of the Red River coun- 
cil of the Boy Scouts. 


L. C. Mersfelder, president of the 
Oklahoma Association of Life Under. 
writers and Oklahoma City general 
agent for the Kansas City Life, has left 
for New Mexico, where he will hunt 
deer in the Rocky mountains. Mr. 
Mersfelder’s return is indefinite, as he 
declares he will stay until he gets his 
deer for the deer dinner to be given for 
his agency early in December. This is 
an annual affair with Mr. Mersfelder 
and is also an occasion for entertaining 
a number of representatives from the 
home office at Kansas City. 


When values were dropping heavily 
during the recent investment market 
disturbance, Bradford H. Walker, presi- 
dent of the Life of Virginia, placed large 
deposits with several Richmond banks, 
thus enabling them to weather the 
storm. Under the caption, “Honor to 
whom honor is due,” one of the banks 
in which he placed deposits expressed 
its appreciation of his act in an “ad” in 
the Richmond newspapers. 


William H. Jones, who has been as 
sistant to T. R. Weddell, associate edi- 
tor of the “Insurance Field” at Chi- 


| cago, has resigned to go with S. T. 


Whatley, general agent in Chicago for 
the Aetna Life and president of the Na- 
tional Association of Life Underwriters. 
Mr. Jones has been in newspaper work 
for a number of years and went with 
the “Field” early this year, succeeding 
E. M. Ackerman, who became secre- 
tary of the Insurance Federation of Illi- 
nois. 

Before going with the “Field,” Mr. 
Jones had been assistant branch man- 
ager at Joliet for the Illinois Inspection 
Bureau. He is a graduate of North- 
western University and law school. 


The present farm problem is due ™ 
part to over-production that has bees 
brought about by some so-called farm 
relief measures, said Robert J. Merrill, 
vice-president ‘and secretary of the 
United Life & Accident and chairman o 
the financial section of the America? 
Life Convention, speaking before the 
annual convention of the Mortgage 
Bankers Association in New Orleans. 

“Insurance companies are intensely in- 
terested in farm relief measures,” he 
said, “because they have had to take 
over a great many foreclosed farms dur 
ing the past few years, and farm mat- 
agement has had to be studied by insut- 
ance companies throughout the country 

“The farm mortgage will be re-cstal- 
lished in popular repute. The life insur 
ance companies of America, even undef 
present conditions, have faith in the farm 
mortgage because they hold $2,000,000, 
000 in such mortgages today.” 

The Abraham Lincoln Life had '* 
biggest month on record in October for 
both departments, the volume of the life 
department. being slightly under $800, 
000 and in the accident and health de 
partment $46,000. 
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rance of. §& pHISTER TAKES OVER BRANCH | STOUGH-VINCENT APPOINTED 


can gain ——— —_—— = ae 
brilliant John Hancock Names General Agency | Given General Agency for Missouri xX 
in Kansas City—Guy Foster State Life in Northern Colorado— 7 QO 7 


Takes Charge Doyle & Raley Continue 
The Phister Insurance Company has The Stuogh-Vincent Agency Com- 





taken over the outstanding business in | pany, established in Denver more than 

alarge part of Kansas and western Mis-| 20 years, has acquired the general 

fed Mr souri of the John Hancock Mutual's | agency for the Missouri State Life of QO 

Service Kansas City branch and on Nov. 1 offi- | St. Louis in Denver and northern Colo- 7 
1 anny cially opened its life insurance depart- | rado. Douglas Jackson, former field 
ment. Guy Foster, who has been with | assistant for the Travelers in Illinois 


ag the John Hancock for seven years, as | territory, will have charge of the life_and 
OF te branch manager in Kansas City for five | accident department of the agency. 








e€ be ° r ° ° 
“n aa years, is manager of the department. Dr. B. Y. Jaudon, medical director of 
si The John Hancock closed offices in the Missouri State Life, visited Denver 


the Midland building and all records,| Friday and Saturday and appointed 
L expirations and outstanding business in three medical examiners there following 
of the & i. the territory are being transferred to | the new contract with Stough-Vincent— 



























































Under. the Phister agency, which is now gen- Drs. A. D. Catterson, A. W. Metcalf 
general : : ‘-1.,| and Austin R. Kracaw. 
has lef eral agent for the territory formerly - si ; 
has left coeieat thet then Qonnch Stough-Vincent company has resigned 
ill hunt B covered 9 ‘vill he assisted by other | 28 Seneral agent for the Connecticut 
is. Mr, Mr. Foster will “4 —_ ec by © ro General, but will service that company’s 
, as he | home office specialists from time t0/ business wntil a successor can be ap- 
gets his time. John Goodwin _ of the Phister pointed. 
iven for company will devote his time to assist- Doyle & Raley, general agents at 
This is ing 1 the nig omnes : _—s Colorado Springs, who formerly covered 
rstelder The agency has ee ae the entire state for the Missouri State, 
rtaining group insurance m the pest, put . “S| will now have Colorado Springs and 
om the represents its first experience with 4) couthern Colorado. 
straight life department. There are, 22s 
however, about 16 men associated with R. A. Lathrop, A. B. Dygert 
. Laurence H. Phister, president, who . 
heavily # jave in the past written ordinary busi- Roy A. Lathrop has resigned as gen- 
market ness and who will cooperate. Several | eral agent of the State Mutual Life in 
, Presi: HB John Hancock solicitors have joined the | Minneapolis and has been succeeded by 
*d large staff. Andrew B. Dygert. Mr. Lathrop will 
banks, devote his time to personal production. . 
er the David G. Brandon ae Here is the attractive interior which meets the eye as 
nor to i ose e i 
» banks A middle Tennessee branch of the J P PP one enters the lobby of the beautiful Edgewater Gulf 
pressed | New England Mutual Life has been Joseph Appel, for the past two years Hotel at Biloxi, showing a glimpse through the lobby 
“ad” in atabiches in Masiartie wih Deo G. See ¥ pag herent into the delectable lounge. The hotel is of Moorish archi- 
jrandon as general agent. eadquar- | tial at Evansville, » has been ap- cone 
ters will be maintained in the Cotton | pointed district manager of the Equi- yan and was erected at a cost of over two million 
States building. With the appointment | table Life of Iowa with headquarters olars. It has a large convention hall, a dining room 
_— rd of Mr. Brandon, the New England Mu- | at Boonville, Ind. He will have charge which seats a thousand and which faces an entrancing | 
“4 Chi. ~ opens its socend = a poles egg pgvoryl aay = terrace. The hotel is located in the center of a 654-acre 
- o- ennessee. e first was organized at C -S a C e cc y. r. : 
S. I. Chattanooga in 1914. The middle Ten-| — tract bordering the Gulf Beach. 
igo lor e 73 1e . | . 
wo ssee agency will cover about 30 E. Gronau . . 
4 — ans ees Be | : ; The American Central Field Club will make the 
writers. BP avent of the Penn Mutual | _E. Gronau, for years one of Mont- Edgewater Gulf Hotel its headquarters in January 
r work —* . 7 ; | real’s most noted athletes, has become h b f th . ; : , 
it with Ed | associate manager of the Montreal when members of the Club enjoy their annual vacation— 
-eeding E. R. Edgerton | branch of the North American Life of a vacation won by doing a worth-while job in a consci- 
secre- E. Ralph Edgerton has been named Canada and will develop territory entious manner. 
of Illi: agency manager of the Fidelity Mutual | around Montreal, while Manager G,. C. 
Life at Spokane, Wash., the appointment Burbidge will concentrate on the city. 
- being made by F. W. Heron of San | — 2, eR 
, man- Francisco, assistant manager of agen- | J. U. Gunter CEZIOX5 
pecuss a Lagan gd a pom die a J. U. Gunter, brother of Vice-Presi- 
North m. tn DSUs SSE. REIN Wee Oe TT dent H. B. Gunter of the Pilot Life of Just one of the many reasons why American Central 
al of the Spokane Association of Life Un- Gonsacians tan enneeel Ges tacts of 
lerwriters, < » is national c Ps ees ee, ee wry representative > | ‘ 7 
cena x1 pedlyeee — scenes that company. ‘He is connected with the presenti ex are happy and successful, 
due “iri : rs = F Sanford, N. C., district of the O. Henry 
been H ion a . Insurance Agency of which Harry G. 
. & ° ° er : : ? : “Tl 
| farn . Doying, R. T. Carrithers Gaw is manager. Mr. Gunter is serv- 
ferrill, Roy K. Severns, general agent of the | ing his second term as chairman of the 
the Pacific Mutual Life in Toledo, O., an-| board of the county commissioners. ‘He 
nan 0 hounces the appointment of Hermon S. | has been manager of the Jonesboro Sash 
erica Doying and Robert C, Carrithers as as- | & Blind Co. 
‘e the sociate general agents. The growth of a 
rteage the Toledo agency has been such that G. A. Davenport 
ans. enlargement of the executive staff has oe ?. Yn ian eee 
she tee been made necessary.. Mr. Doying has x. ‘A. Davenport of the San ‘Antonio 
he been associated with Mr. Severns for the | S¢meral agency of the Aetna Life has 
” take past two years. Mr. Carrithers has been a eae oe Rg pate eT 
‘ i the Cle " . . = at Nashville to work with Manager ° 
s dur with the Charles Dowd advertising | @ q “eae, 
pros agency, Toledo, for a number of years. | B- Alexander. He is a native Texan 
Proce’ . and entered the business in 1925 after 
pen L. E. Pennewell being a successful farmer. 
ult a ‘ 
estad Law rence E, Pennewell, who has been Henry H. Harrison 
aA district manager for the Mutual Life of —— ye le Haas at 
under New York for several years at Oshkosh, aro : —- — — bag rerl 
az BF Wi. onder anager” Gifford T. Ver: | ¢4eeneral agent of the, Voluntee State 
), 00", million of Milwaukee, has been trans- | *7'¢ 4 /\ustin, 1 ex. fos 
ferred to Madison aa district manager, | Company in June of last year as agency 
with offices at 215 Wisconsin Power & assistant, having been an experienced 
d its Light building. life insurance man. 
er for He succeeds Fred F. Frusher, who 
ie life pet a asked to be relieved of the du- John T. Blalock 
$800,- jo of organization and management, in John Thomas Blalock is appointed No. 9 of a series 
h de- “ er to devote his entire time to per-| general agent of the Volunteer State 
Sonal production. Life at Jacksonville, Fla. He has de- 
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And Now 
Atlantic Life enters 











| \ | | 


F (e. al—~& 
7 


Ay (fu 
re ae) : 
Pm Connecticut is the sixth state entered b 
yn Atlantic Life in 1929." a 


A generous contract, helpful sales tools, and 
real Home Office co-operation have enabled us to 
increase Our man-power and paid business well 
above last year. There are still opportunities for 
ambitious men who wish to lay foundations now 
for greater success in 1930. 








Atlantic Life Insurance 


Company 
RICHMOND, VIRGINIA 


ANGUS O. SWINK, President 
WM. H. HARRISON, Vice Pres. & Supt. of Agencies 





























voted many years to insurance selling. 
He is a Florida native and has spent 
something like 25 years in southern 
Georgia, being engaged in the banking 
business. He has been in the mortgage, 
security, real estate and insurance lines 
in Jacksonville. 





John L. Cooper 


John L. Cooper, assistant manager of 
the Travelers at Charlotte, N. C., has 
been made manager. He has been four 
years with the company. He was ap- 
pointed field assistant in the Charlotte 
office, Jan. 4, 1926, and two years later 
was made assistant manager. 


M. W. Dancy, Frank Walker 


The Peoria Life has appointed Merle 
W. Dancy home office supervisor on the 
Pacific Coast, succeeding Lee R. James, 
who has resigned that position but will 
continue with the company. Mr. James 
was also manager of the Los Angeles 
agency, and Frank Walker, who has 
been a member of the agency staff for 
the past two and a half years, is named 
to succeed him. 





Mays’ Indictment Thrown Out 


Federal Judge Faris in St. Louis has 
thrown out of court the indictment 
charging Ed Mays, president of the 
Continental Life of St. Louis and presi- 
dent of the Grand National Bank, with 
falsifying records of the banks and em- 
bezzlement in violation of the national 
banking act. Judge Faris severely criti- 
cized the manner in which the indict- 
ment was drawn and sustained a demur- 
rer presented by counsel for the de- 
fense. 


Missouri Fraternal Meeting 


The Missouri Fraternal Congress will 
hold its annual convention in St. Louis 
No. 21-22. Harry J. Wuennenberg of St. 
Louis is secretary. Legislation espe- 
cially designed to permit fraternals to 
sell juvenile insurance will be the prin- 
cipal subject. 
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WOODS AGENCY CELEBRATR 
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Pittsburgh Organization of Equitable gi 4 rv 
New York Honored by Presence of & «uranc: 
President Parkinson nheriti 

Lonnec 

hol st 

Some 400 members of the Edward 4 = b 
Woods company, Equitable Life of Newfi .ctate’s 






York general agents, and their famili« 
celebrated the company’s golden jubj. 
lee year at a dinner in Pittsburgh, pr. 
sided over by William M. Duff, preg. 
dent of the agency. Thomas I. Park. 
son, president of the Equitable, wa 
guest of honor and paid tribute to tk 
achievement of the organization in wri. 
ing approximately one-tenth of tk 
Equitable’s entire business. The mee. 
ing was held on the first day of th 
jubilee year, and “Founders Day.” 
Gage E. Tarbell, senior director 
Harry T. Wright, Chicago, and Theo 
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dore M. Riehle, New York, associat Chi 
managers and million dollar producer 
were present and complimented the or 
ganization upon its continuous growth A 
A meeting of the entire agency, num- Fifty 
bering 500 persons, was held Nov. 2[m Patter 
the delegation later attending the Pitt Life in 
Ohio State football game. receive 
In 1880 the Woods agency was esta ‘at 10 
lished by the late Dr. George Wook A 


formerly chancellor of Western univer 
sity, now the University of Pittsburgh closed 
It grew steadily and in 1910 the preg ame 0 
ent company was incorporated by E¢ 3 per 
ward A. Woods, who won national rep gm *e2cy 
utation in life insurance. His brothej™ )*@ an 
the late Lawrence C. Woods, a milliog% 4 841m 
dollar writer, was also a dominant iaf% “* °° 
tor in success of the company. agency 


Edward A. Woods pioneered the firs oy 
cago, 
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Insurance in Force 
Indiana which include 








THE MINNESOTA 
MUTUAL LIFE 


Insurance Company, a purely mutual company with a total of over $172,000,000 
has excellent General Agency openings in Ohio and 


CINCINNATI 
TOLEDO 
INDIANAPOLIS 


The Minnesota Mutual offers a definite program, personally directed by 
a member of the Home Office Agency Department, for selection, training and 
supervision of men together with personal sales helps recognized asamong the best. 


Address in Confidence 


J. Herbert Snyder, Supervisor Central Agencies, 
815 Ist St. So., Louisville, Kentucky 


THE MINNESOTA MUTUAL LIFE 
INSURANCE COMPANY 


Saint Paul, Minnesota 
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training course for life insurance sales- 
men and the great success of the agency 
is due in a large part to the develop- 
ment of trained underwriters. Since 
then training courses have been estab- 
ished by nearly every large life com- 
————__ JMB oany in America and in many universi- 


=BRATH ties. 



















Important Connecticut Ruling 


A ruling of prime interest to life in- 
wrance men who specialize in covering 
nheritance taxes has been made by the 


quitable 
sence of 















in the stock market depreciated his 
estate, consisting largely of stocks and 
bonds, almost $500,000 by the time his 
will was filed. The Connecticut commis- 
sion will levy the tax on a basis of 
$1,000,000, it was stated. The argument 
advanced was that if death had occurred 
while the market was at its lowest point 
the state would have been required to 
levy the tax on the valuation at that 
time, regardless of a market rise later, 
and that the rule should work both 
ways. 
































L : 7 . 
Connecticut tax commission, which ‘ - . 
holds that inheritance tax in that state Mills Visits Eastern Agencies 

Edward 4 wil be applied on the basis of the Vice-president DeWitt Mills of the 
ife ol Nex estate’s value at the time of owner’s | Continental Life of St. Louis, while on 
ir familief death, rather than on the market value | a tour of the east, attended agency meet- 
iden jubifM at the time of applying the tax. Greg- | ings in Philadelphia and Baltimore. He 
ourgh, pref ory S. Bryan, Bridgeport manufacturer, | is very enthusiastic about the outlook 
Duff, preifhwas worth approximately $1,000,000 | for the eastern territory the remainder 
I. Parkil when he died Oct. 3, but fluctuations | of this year and for 1930. 
table, wa; a . - — 
ute to th 
-P CENTRAL WESTERN STATES | 
The nee — — 
~ b-- “HAS 112 PERCENT INCREASE Life were leaders at a school for agents 

"a of the company in the northern Illinois 

cirector . territory Saturday. The meetings con- 
and Theo Patterson Agency of Penn Mutual in cluded with a dinner for the agents and 
, associat Chicago Hangs Up Remarkable their wives. 
or Year’s Record 
“ pee Hunt and Dinner Held 
ncy, num Fifty members of the Alexander E. The annual hunt and dinner of the 
d Nov. 2m Patterson agency of the Penn Mutual/ Lansing agency of the Peoria Life was 


Life in Chicago assembled at luncheon 
received the news from Mr. Patterson 
that for the eighth consecutive month 
the agency has produced in excess of 
$1,000,000 of paid business. October 
closed with $1,163,000, a gain over the 
same month of last year of $510,000 or 
8 percent. For the 10 months, the 


+ the Pit. 


was estab 
re Wook 
rn univer 
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d by E¢ 
tional rep- 
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a million 
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year and for the past 12 months it shows 
a gain of $7,700,000, or 112 percent over 
the corresponding previous year. The 
agency has just finished several two-day 
schools at Dixon, Springfield and Chi- 
cago, Ill. In attendance were E. Paul 
Huttinger, assistant to Vice-President 
Hugh D. Hart from the home office and 
Holgar J. Johnson, general agent at 
Pittsburgh. 


d the firs 





Gilliom Agents Meet 


The annual fall banquet of the men of 
the O. F. Gilliom general agency of 
the Lincoln National Life was held at 

) Berne, Ind. O. F. Gilliom, general 
sagent and holder of a record of 787 
weeks of consecutive production, acted 
pas host. After the banquet an agency 
meeting was held in the offices of the 
Gilliom agency where talks were given 
by Mr. Gilliom, M. J. Simmons and 
others, 





Veteran Agent Dies 


_Felix G. Desson, 69, an agent of the 
Northwestern Mutual in Chicago, died 
Nov. 4 after a week’s illness. He went 
to Chicago in 1911 from St. Louis where 

Was associated with the same com- 
pany. His nearest known relatives are 
tet mieces living on the island of Trini- 





New Man Leads Agency 


In the first nine months of his sec- 
ond year in the life insurance business, 
Sigmund Wohl of the Fishman agency 
: the Detroit Life in Detroit has pro- 
uced $311,400 of business, as compared 
=a the $60,000 that he sold in 1928. 
ormerly Mr. Wohl, who has lived in 
wiroit many years, was the head of 
: arge steamship agency. In the re- 
.President’s month campaign as 
aptain of one of two teams in the 
1, Gency, he won a prize for largest 


ag of business and another prize 
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argest number of policies. 





Franklin Life Holds Rockford School 


C. EL R: 
| tents, “and “We 


> agent at Rockford, Ill. 





superintendent of 
McCabe, general 
, for the Franklin 






agency is nearly $6,000,000 ahead of last | 





held last week. The entire agency staff 
spent one afternoon in hunting on the 
farm of H. G. Putnam, Peoria repre- 
sentative at Charlotte. The rabbits thus 
secured provided a bountiful feast and 
families of the agents were guests at the 
dinner. The Lansing agency is headed 
by Glen Kies. 





Officials Attend Springfield Meeting 


Members of the Springfield agency of 
the Ohio State Life, of which Elmer 
Goings is manager, held a meeting last 
Saturday, at which the principal speak- 
ers were Dr. C. E. Schilling, medical 
director, and W. Scott Boyenton, super- 
intendent of agencies. 





Cleveland College Offers Courses 


Cleveland College, in cooperation with 
the Cleveland Life Underwriters Asso- 
ciation will offer several courses in life 
insurance and allied subjects, beginning 
Nov. 18. The college will prepare stu- 
dents for the C. L. U. examinations. 





Reliance Life Has Cleveland Meeting 


The Cleveland office of the Reliance 
Life held a meeting of northern Ohio 
agents Nov. 2 to outline an extensive 
sales campaign in this district. R. C. 
Braun and “Bob” Wood from the home 
office were present and discussed the 
company’s future program to-be fol- 
lowed throughout the country. 





Miner Agency’s Showing 
The L. A. Miner agency of the Equi- 
table Life of New York in Cleveland, 
although the youngest of the Equitable’s 
106 agencies, ranked 92 on the honor 
roll for paid business in September. 





Preparing New Rate Book 


The Great Western of Des Moines is 
actively engaged in preparation of a 
new rate book, to be published about 
Jan. 1. Several revisions in policy forms 
are also under consideration. 





Union Central Life 


The Union Central Life announces that 
during November men policyholders 45 
or younger who bought standard life in- 
surance within the last year may apply 
for additional insurance without further 
medical examination. The maximum 
amount is limited to the amount issued 
on the last examination but in no case 
more than $10,000 additional. 





Have a personal copy of The National 
Underwriter sent to your home. 








Cannot Crack 
In Any Market 


Full many an underwriter who in these dizzy days is 
dogmatically teliing his prospects and clients what he 
thinks he knows about the iniquities of the stock mar- 
ket, would be almighty glad to pull down for himself a 

. good profit on a panic investment. The securities mar- 
ket is one of civilized man’s chief financial instruments. 
For the most part its operations are beneficent and its 
transactions legitimate. That speculation competes with 
investment cannot be avoided. 


Instead of railing at the stock exchange, life insur- 
ance should offer its ministration to heal the wound and 
restore the family or the business estate. The office of 
life insurance in this disaster is to replace the values 
which were so suddenly swept away, and this should be 
urged by every life underwriter. Our clients clearly now 
see the wisdom of having one investment—their founda- 
tional one—that can’t crack up. 





Wm. A. Law, President 
Wm. H. Kingsley, Vice-Pres. Hugh D. Hart, Vice-Pres. 





The Penn Mutual Life 


Insurance Company 
Philadelphia, 


Independence Square Founded 1847 
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Friendliness 


Friendliness is the life insurance salesman’s best asset. It 
helps him make contacts and creates the right atmosphere 
for a favorable interview. 


In the Ohio National, friendliness is contagious. The spirit 
of friendliness dominates the entire Home Office and field 
organization. 


Friendliness in the Home Office, friendliness in the field, 
friendliness in service to policyholders, and friendliness in 
contract relations. 


Friendliness, backed by modern underwriting practices 
and a complete line of policies, is one of the many reasons 
Why it Pays to Tie Up With the Ohio National. 


Desirable openings available in the following states: IIli- 
nois, Indiana, Iowa, Kansas, Kentucky, Michigan, Missis- 
sippi, Missouri, Nebraska, Ohio, Pennsylvania, Tennessee, 
Texas and West Virginia. 


For information as to territory and details of contract 
write— 


The Ohio National Life Insurance Co. 
Cincinnati, Ohio 


T. W. Appleby, President. 
E. E. Kirkpatrick, Supt. of Agencies 
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Consistent Growth 


In each of the first eight months of 1929, The 
Guardian surpassed all previous records for that 
month in written, issued and paid-for business. For 
the two-thirds of this year which has elapsed, the total 
new business paid-for is over 15% greater than a 


seen The Guardian’s annual production and total of 
insurance in force more than doubled in six years. 


When a Company, about to enter its Seventieth 
Year, shows growth such as this there must be a good 
reason back of it. If you would like to know The 
Guardian better, write for a copy of “Jn a Friendly 
Company.” 


ie 


THE GUARDIAN LIFE 
INSURANCE COMPANY of AMERICA | 


“The Company that Guards and Serves” 


50 UNION SQUARE NEW YORK CITY 





year ago—continuing a record of progress that has- 





IN THE MISSOURI VALLEY 











MISSOURI PROBES TWISTING 





Hearing Held at St. Louis Fails to 
Develop Specific Charges Against 
Any Agents or Companies 





Joseph Holland, deputy superinten- 
tendent of Missouri, on Nov. 6 and 7 
conducted a public hearing at St. Louis 
on complaints that several life agents 
and brokers there had been “twisting” 
to increase their production. 

Some weeks ago the Life Underwrit- 
ers Association of St. Louis and the 
General Agents & Managers Associa- 
tion appointed a joint committee to in- 
vestigate the situation and place facts 
before the Missouri department. While 
this committee has been in correspon- 
dence with the state department it has 
made no formal complaint against any 
particular agent or company. 


No Specific Missouri Statute 


There is no Missouri statute cover- 
ing “twisting,” but a department regu- 
lation forbids the practice where misrep- 
resentation is involved, the rule having 
been in effect since 1915. 

In most cases a policyholder is in- 





























SERVICE LIFE 
INSURANCE COMPANY 


Exceedingly liberal contracts are 
offered to reputable and responsi- 
ble agents. An unusual agency 
proposition is extended in districts 
where the company is not now rep- 


resented. 


For information write 
B. R. BAYS, President 
JOHN L. OESCHGER, Secretary-Treasurer 


Home Office 


Lincoln, Nebraska 





duced to take cash surrender value to 
purchase a term or other special form 


policy, the selling agent arguing that by 
investing the cash received from the olf 
policy at 6 percent he can _ purchas 
more insurance under the new form. 





Observe Nelson’s 10th Anniversary 


Fifty agents for the Equitable Life oj 
New York and their wives were guests 
of M. A. Nelson of the St. Louis agency 
at a dinner Nov. 4, in celebration of the 
10th anniversary of Mr. Nelson’s as. 
suming charge of the agency. The prin. 
cipal speakers were Frank L. Jones, 
agency vice-president of the company, 
and Dr. Ivan Lee Holt, pastor of St 
John’s M. E. Church, South, St. Louis, 

During the ten years Mr. Nelson has 
been in charge of the agency its annual 
production has grown from $1,500,000 
to $9,000,000 and the total amount paid 
for in the ten years was about $70,000. 
000. 





Union Central’s Davenport Meeting 


\ district convention of agents of the 
Union Central Life was held at Daven- 


port, Ia., last week, wnder direction of 
Harold P. Winter, district manager, 
Mark S. Trueblood, district swpervisor 


from the home office, was guest of 
honor and principal speaker. 




















IN THE SOUTH AND SOUTHWEST 











CAN NOT RECOVER PAYMENTS 





Advances in Commission to Agent Un- 
der Bonus Contract, Not Fulfilled, 
Made Voluntarily, Court Says 





FRANKFORT, Nov. 7—If a life 
company makes a contract with an 
agent giving him 5 percent extra com- 
mission in case he writes $750,000 a 
year, and pays the commission on cur- 
rent business, such payment is volun- 
tary and cannot be recovered by the 
company even though the agent only 
writes $594,425. That is the holding of 
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CONSERVATION 


AND 


RECLAMATION 
OF 
LIFE 
\ INSURANCE 
THE 


OTIS HANN 
CO. 


JACK ROBERTS HANN pres. 


10 
SO.LA SALLE ST. 
CHICAGO 






{the Kentucky court of appeals in the 
case of Hal M. Ricketts vs. American 
National of St. Louis. Mr. Ricketts 
left the employ of the company and 
brought suit to recover $400.51, the 
amount he alleged to be due him on re- 
newals. The company claimed it had 
overpaid him $593,54, as he was not en- 
titled to the extra 5 percent, not having 
written the required amount of business. 
It attempted to offset this overpayment 
against his claim for renewals. Judg- 
ment was given Ricketts in the lower 
court and this was affirmed by the court 
of appeals, which held that where an 
agent has been diligent the company 
may in its discretion pay him an agreed 
price for what the has done, though he 
did not do as much as the contract pro- 
vided, and also held that the o‘ficers of 
a corporation have discretion in settling 
with an agent on such terms as they 
think the interest of the corporation re- 
quires, 








National Standard’s Convention 


A banquet and a round table discus- 
sion of agents’ problems concluded the 
two days’ convention of the agents and 
staff members of the National Standard 
Life of Houston and Dallas. The ses- 
sions were held in Dallas. President 
William Bacon presided at the meet- 
ings. Company officials discussed with 
the agents the plans for the coming 
year. 





Good Record at Memphis 


The Memphis, Tenn., office of the 
Missouri State Life under the manage- 








ment of Ricks Strong, formerly ™ 
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1851 


BERKSHIRE LIFE 





Co-operation - Sincerity - Service 
Our Motto for 78 Years 


Ask Any Berkshire Agent 


Incorporated 1851 
PITTSFIELD, MASSACHUSETTS 


1929 


INSURANCE CoO. 
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charge of the Little Rock, Ark., office, | been chartered under the new mutual 
has made a remarkable record during | law, bringing the total of those qualify- 


the period he has been in charge. A | ing under the new law to 37. 

jittle more than a year ago he undertook WAN { ED— 

4 the task of establishing a new branch in Slaughter Elected President 

that by Memphis and starting from scratch has 

} the old developed the territory to a fine produc- | . J. E. Slaughter, Jr., was elected pres- 

burchase ton basis. He now has 30 full time ident of the Falls Cities Association of { 
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Underwriters of the Equitable Life of 
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~y a So far as department attaches know, agent for the Massachusetts Mutual THREE years of life insurance exper! 
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JOR€s, B® Texas so restricting its clientele. It is | E. Lackey agency in Oklahoma City last 
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la St B iave a woman at its helm. Anna L.| week’s production to Mr. Fischer, set- least 25 life agents. 
A = Sandbo, a woman lawyer of Austin, is | ting as its goal $250,000 new business. 
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Joseph C. Behan, vice-president of the | ng the inauguration of what is expected PUT HIM OVER 
Massachusetts Mutual Life, was the | to be an annual event, “National Life 
ar ae i Insurance Week” was observed in this 
principal speaker before a meeting of | 1! . 
the San Francisco General Agents & | city, sponsored by the local chamber of Over $100,000,000 in Force 
, Managers Association. He discussed | commerce, H. B. Watkins and the Ari- 7 . : “ghia : : 
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SAFETY 





R. S. TIERNAN 
President 


J. T. MAYALL 
Vice Pres. & Agency Mgr. 


D. SHARPE 
Secy. & Treas. 


PROTECTION 


A company whose 
ideas are in accord 
with modern times 


For Agency Opportunities, Write 


J.T. MAYALL 


AMERICAN SAVINGS LIFE 


INSURANCE COMPANY 
Board of Trade Building 
KANSAS CITY, MISSOURI 


SAVINGS 





























Holders 


Established 1879 





ee ee) 


HOLDERS 


January 1, 1929, to July 31, 1929, inclusive 


Percentage of Total New Life Insurance...... 
Total Number Applications on Lives of Policy 


EIGHTEEN MILLION PLUS ON 
THE LIVES OF POLICY 


25 


3,427 
Total New Life Insurance on Policy Holders. . .$18,208,394 


BANKERS LIFE COMPANY 


GERARD S. NOLLEN, President 


DES MOINES, IOWA 




















































Us on the 


BASIS 


Go Into Business with 


PARTNERSHIP 








STANDARD 


Life Health ‘Accident 


SUB-STANDARD 
SUPER-STANDARD 





Onto - Inpiana - Micnican - Kentucky - PENNSYLVANIA 
West Vircinia - Texas - Oxianoma - Cauirornia - ILLinors - Iowa 


Tell it all in first letter 


THE OHIO STATE LIFE INSURANCE 
COMPANY—Columbus, Ohio 











































OF AMERICA 
Incorporated 1899 


PROTECTS THE ENTIRE FAMILY 
POLICIES ARE ISSUED FROM BIRTH TO SIXTY YEARS NEXT BIRTHDAY 


Home Life Agents are satisfied 
A Home Life Contract brings prosperity and progress 


* * * * * 


Home Life policyholders are satisfied 
A Home Life policy brings peace of mind to the man 
who loves his family 


INDEPENDENCE SQUARE 


HOME LIFE INSURANCE COMPANY 


PHILADELPHIA, PENNA. 


cies F. W. Gale also talked at the 
meeting. 


Aldrich on Coast Trip 


H. E. Aldrich, vice-president of the 
Equitable Life of Iowa, who has spent 


two weeks in southern California op 
the first lap of a trip to the Pacific Coas, 
agencies of his company, left Los Ange. 
les last week for San Francisco. HH} 
western tour will also include Portland 
Seattle and Denver, with return to the 
home office by Thanksgiving. 








NEWS OF LIFE 





ASSOCIATIONS 7 











AYARS DEPLORES LAPSATION 


Vice-President of National Association 
Speaks to Los Angeles Under- 
writers at Monthly Dinner 


LOS ANGELES, Nov. 7.—The Life 
Underwriters’ Association of Los An- 
geles held its regular monthly dinner 
meeting last week. George W. Ayars, 
vice-president of the National associa- 
tion, spoke on “The Golden Field.” 

In referring to the prediction that 
within the next 10 years the second 100 
billion of life insurance would be put on 
the books of American companies, em- 
phasis was placed on the fact that this 
estimate included lapsation of 38 per- 
cent. In other words, it will be neces- 
sary to write 138 billion in order to 
have the second 100 billion. Continu- 
ing, Mr. Ayars directed attention to the 
importance of the individual life under- 
writer using extreme care in the quan- 
tity of the business written and then 
watching it closely, using every effort 
to prevent its lapsation. 

Urges Institutional Advertising 


Mr. Ayars predicted that the second 
100 billion will be written within the 
next eight years, and to overcome the 
evil of lapsation he suggested that a 
campaign of institutional advertising to 
tel the public what life insurance is 
and does would be helpful, remarking 
that the salvage would considerably 
more than offset the expense of such 
publicity. ; 

J. Charleville, manager of the associa- 
tion, outlined the efforts that are being 
made by the organization to cooperate 
with the members in the reduction of 
lapsation, both directly and through the 
life insurance committee of the chamber 
of commerce and the publications of 
that organization. 

George Logan Price of the Mayer 
company, speaking on “How the Next 
100 Billion Will Be Written,” said life 
insurance should adopt the same sales 
tools as other institutions. He urged 
that newspaper advertising be given a 
trial. The selling methods in vogue, he 
said, are a century behind the times. 

Jack Russell of the Pacific Mutual 
Life gave an interesting account of a 
luncheon which he attended at the 
White House during the recent conven- 
tion at which President Hoover was 
host. 

Floyd Forker of the Pacific Mutual 
Life outlined the need of the association 
for speakers to address clubs and civic 
gatherings on the subject of life insur- 
ance. 

Robert A. Brown of the Pacific Mu- 
tual discussed “The Million Dollar 
Round Table,” a feature of the recent 
Washington convention. 

* 

Nebraska.—President Logan of the 
Lincoln association has announced that 
the joint meeting in Lincoln of all asso- 
ciations in the state, originally set for 
Dec. 7, has been postponed until Feb. 8, 
due to the inability of National President 























S. T. Whatley to be in Nebraska before 
the latter date. 
* * * 

Vermont.—The Vermont association 
had Roger B. Hull, managing director 
of the National association, and M. E. 
Seligman of the trust division of the 
American Bankers. Association as the 
principal speakers at a luncheon meeting 
at Rutland, with about 40 in attendance. 
Both spoke on life insurance trusts and 
their application. They also spoke at a 
meeting the same evening in Montpelier, 
which about 100 attended. Other speak- 





Commissioner Robert C. Clark of Ver. 
mont, Judge J. H. Macomber of Burling. 
ton and Judge E. M. Harvey of Mont. 
pelier, tax commissioner. R. A. Briggs 
president of the Vermont association 
acted as toastmaster. 


ee * 
Galesburg, Ill.—Dr. P. J. Hyslop, re. 
lating interesting observations of his 


medical experience in relation to insur. 

ance and drawing upon his own expe. 

rience with disability insurance to jj. 

lustrate not only the financial but mep. 

tal benefits, was speaker at the (Gales. 

burg association meeting last week 
es ss 





Waterloo, Ia.—The Waterloo associa. 
tion will be host at a state sales cop. 
gress Nov. 23. Several nationally knowp 
speakers will be on the program, includ- 
ing Dr. Charles J. Rockwell and Roger 
B. Hull. 

* * * 

Des Moines—At the luncheon of the 
Des Moines association Saturday, Johp 
Marshall Holcombe, manager of the Life 
Insurance Sales Reseach Bureau, was 
guest speaker. He discussed “Prospect. 
ing” after luncheon and illustrated wit! 
a stereopticon the new method of vis- 
ualizing selling methods. 

He pointed out that securing prospects 
was the biggest and most important 
problem of an underwriter. He warned 
his hearers to discriminate between 
“prospects” and “suspects,” and gave 
some pointers on turning prospects into 
policyholders. 

Claude Fisher, president of the asso- 
ciation, announced that the membership 
is now 150 and that it is headed for the 
200 mark. 

A memorial resolution on the death of 
A. C. Miller, state agent of the Aetna 
Life and former president of the associa- 
tion, was adopted. 

* * * 

Boston.—G. Gilson Terriberry, star pro- 
ducer of the New York office of the Mu- 
tual Benefit Life, addressed the Boston 
association last week on “The Beginner 
in the Era of the Second Hundred Bil- 
lion.” Mr. Terriberry delivered for the 
most part, the same address he gave at 
the Washington convention. 

* * * 

Cleveland.—The Cleveland association 
has secured Superintendent C. S. Younger 
as its speaker for the Nov. 15 meeting 
He will discuss the relation between the 
department and the public and the nature 
of the work which is being done for the 
underwriters of Ohio. The Pullman Por- 
ters’ Quartet will sing at that meeting 
* 





Oklahoma, 








The Oklahoma associa- 
tion’s meeting, announced for this week 
has been postponed until Nov. 11. The 
program will be conducted by staf 
members of the Life Insurance Sales 
Research Bureau who will start a gen- 
eral agent school the same day in Okla- 
homa City. 

*x* * * 

North Dakota.—John Nystul, manage! 
of the Fargo agency of the Mutua! Trust 


Life, was the speaker at the monthly 
meeting of the North Dakota associatio! 
in Fargo. Mr. Nystul’s topic was “OU 
Contribution to the Second Hundred Bil- 
lion of Life Insurance.” 
ok 
Western Ohio.—Superintendent C. 5 
Younger of Ohio was the _ principa 
speaker a few evenings ago at a meet 
ing of the Western Ohio association @ 
Celina. The association is composed 
life underwriters from Mercer, Auglaiz 
and Darke counties. 


S 











ers were Governor John E. Weeks and 


* * * 
Pasadena, Cal.—aAn attendance ™ 
nearly 100 marked the monthly meetiné 


of the Pasadena association. George 
Hodel, Equitable Life of New York, gave 
an interesting talk on “Some Things 
I Learned at Washington,” reviewing 
the recent convention of the Nationa’ 
association. J. Charleville, manager © 
the Los Angeles association, explaineé 
“The Value of the Association. T 
headliner of the evening, George W 
Ayars, vice-president of the National 4 
sociation, spoke on “Some Sales Pointers 
Gleaned at the National Convention. 
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Russell S. King Tells How He Uses 
“Sob Stuff” Variations in Closing with 
Application of Pointed Life Stories 


“When an agent has tried all of the 
usual methods of closing, and has failed, 
he will often find that a good human 
interest story will turn the trick,’ Rus- 
sell S. King, manager of the Indianapo- 
lis agency of the Union Central Life, 
recommended. The story, of course, 
must be carefully selected and what is 
known as “sob stuff” should be used 
only as a last resort. He urged all life 
insurance men to choose their stories 
from everyday life and practice them 
until they can tell them well. 


Divides Interview 
Into Three Elements 


Mr. King divided the process of sell- 
ing a life insurance contract into three 
parts: Presentation of a worthwhile 
proposition to the prospect, presenta- 
tion of a sure means of accomplishing 
this proposition, and arousing the emo- 
tions of the prospect in such a way that 
he will act immediately. 

He quoted Dr. Rockwell’s definition 
of a sale as “an agreement to accept a 
proposal” and pointed out that the close 
is really no more than getting the pros- 
pect’s consent to the proposition. In 
order to do this, he should first test out 
the prospect’s satisfaction with each 
step in the program. 


Tells How to Lead 
Into “Yes” Attitude 


This is done, he showed, by a series 
of questions which lead the prospect 
into the “yes attitude.” “If he agrees 
to each of the items presented there 
really should be no difficulty in closing 
because you have established the worth- 
while proposition and you have shown 





him a sure means of accomplishing it,” 
Mr. King said. 

He illustrated the workings of the 
“ves attitude” by getting all of those 
present to play the old game of “Simon 
Says Thumbs Up.” 

“Often there are signals that indicate 
to the trained salesman that it is time 
to attempt a close,” he said. As an ex- 
ample, he cited a prospect who has 
agreed to every item in the proposition 
except one. 


Signs That Indicate 
Closing Time Has Come 


“This point must be gone over and 
as soon as it has been settled and he 
has agreed to it, you have the proper 
time to close,” Mr. King said. Another 
signal which indicates that it is time to 
close is when the prospect says, “That 
is a very fine proposition.” A _ third 
signal which often denotes that the time 
has come to seek the signature on the 
application is when the prospect says, 
“How much is this going to cost me?” 

“Objections oftentimes offer the ideal 
opportunity for gradually leading to the 
close,” Mr. King said. 

“A way to lead to the close after the 
prospect has been put in the “yes atti- 
tude” is to get the prospect to agree 
to some minor point and then take it 
for granted that he has consented to 
the entire proposition.” 


Use Minor Concession 
as Means of Signing 


“For instance, if the prospect says 
‘yes’ to the question, ‘Do you want per- 
manent and total disability clause ’ you 
fill in the amount of insurance on the 





application blank with permanent and 
total disability and then follow up by 
trying to fill out the rest of the blank.” 

Mr. King compared the use of direct 
consent and implied consent and pointed 
out the advantages of the latter by 
showing that we do many more things 
by implied consent than by direct con- 
sent. As an example, he mentioned the 
young couple standing before a furni- 
ture store window. “Wouldn't that set 
look nice in our living room?” says he. 
“It certainly would,” says she, and from 
this on they consider themselves en- 
gaged to be married. 

Mr. King emphasized the value of the 
“fatal alternative” in closing. Exam- 
ple: “Do you want this with or without 
disability?” No matter how the prospect 
answers, he has committed himself. 

“If these plans fail, it is time for a 
motivating story.” He told a number 
which he had used successfully, of 
which the following is an example. 

“Mr. Prospect, did you read what 
Billy Sunday said when he was taken 
sick in Memphis and had to be carried 
to Mayo Brothers for treatment? Here 
is what he said, when a newspaper man 
asked him if he had any message to 
leave behind for the people of Mem- 
phis. 


Uses Billy Sunday Story 
to Point His Argument 


“*Tell the people of Memphis that I 
have always tried to play the game of 
life fair. I have made as few fouls as 
possible. I have touched all the bases 
as I went round, and I have made a 
sacrifice hit when it would help the 
other fellow.’” 

“Now, Mr. Prospect, whether we 
agree with Mr. Sunday’s religion or not, 
that was a wonderful sentiment he ex- 
pressed. Wasn't it? And it is a won- 
derful thing for a man to be able truth- 
fully to say that. Don’t you think that 
the sacrifice you would be making in 











order to carry this life insurance would 
a worthwhile sacrifice hit for your 
And wouldn’t it be a fact 
you could really say 
that you had touched all the bases as 
you went 


be 


loved ones? 
that if you took it, 





RUSSELL 8. KING 
Manager Union Central Life, Indianapolis 


around?” 


Tale Appeals to Man 
With Sense of Fair Play 


“Invariably, 


and dearly 


Mr. 


story 


the story appeals to the 
man who has a keen sense of fair play 
loves his wife and kiddies,” 
King commented. He then told a 
f ’49’er and his wife who 
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oe at the last outpost in Kansas 
and got out of their prairie schooner to 
buy supplies. While they were in the 
store their team became frightened and 
ran away with the wagon. At a shout 
from the hangers-on in front of the 
store, the man rushed out, and, seeing 
the team running away, he dashed 
madly after them and grabbed the back 
end of the wagon. 

After he had been dragged for a way, 
with one last effort he drew himself 
into the wagon, climbed through and 
out on the tongue, seized the mules’ 
bits and brought them to a stop. Sev- 
eral men came running up and someone 
said: “My God, man, why did you take 
such a chance?” Exhausted, he 
answered simply, “My children were 
inside the wagon.” 

“Mr. Prospect, every man’s wife and 
children are inside ‘the wagon of life 
that rumbles down the roadway from 
the cradle to the grave, and this propo- 
sition that I have presented to you will 
place a driver with his hands constantly 
on the reins of the team as your family 
goes down the road after you have 
stopped by the wayside. Your wife and 
children will be perfectly safe inside it 
with my company at the reins. It is 
a proposition of supplying a 
driver when your hands become useless 
to drive any longer.” 

“This story,” Mr. King declared, “has 
a double-barreled appeal to a man’s love 
for his family and to his fighting spirit.” 

Another example of “sob stuff” was 
based upon the application. 

“You know,” King said, “if the com- 
pany should notify me when I got back 
home that we need no longer have the 
applicant fill out an application, I would 
write to them to send me the entire 
supply of applications they had left. It 
is the greatest closing document in ex- 
istence. Here is one way. Use it. 

“If he balks at the endeavor to get 
him to sign the application already 
made out, the agent hands the prospect 
the application and asks him to put it 
in his desk and let him know when he 
is ready to sign it, telling the prospect 
that he has copied enough of the infor- 
mation on a card for his files. 


Shames Prospect by 
Adroit Bit of Strategy 


“When the prospect pigeon-holes the 
application in his desk, the agent gath- 
ers up his papers as if to leave, but he 
comes back and says: ‘Mr. Prospect, 
if I were you, I don’t think I would 
leave this application blank in my desk. 
Suppose you left it around and some- 
thing happened to you soon after you 
put it away. Your wife will come down 
here to clean out your desk and see 
what there is in it she can utilize. How 
would you like for her to find this un- 
signed application lying here in your 
desk? Mr. Prospect, you can’t afford 
to take that chance.’ 

“If the prospect hands the agent back 
the: application and says, ‘Here, you 
keep it and I’ll let you know when I’m 
ready,’ the agent replies: ‘Mr. Prospect, 
I can’t afford to walk the streets of 
this city with your wife’s bread and but- 
You will just have to 











tear it up or put your name on it, oy 
or the other.’ 


Makes Unusual Use - 
of Application Ruse 


“The prospect starts to tear up th 
application, but the agent stops hin 
saying, ‘Wait! I don’t believe I'd tex 
up that paper.’ 

“Once, during the course of an inte. 
view, when we had come to this poin 
in the talk, the prospect wiped his bro, 
and gasped out, ‘My God! Then why 
am I going to do with it?” 

Mr. King then drew a picture for him, 
“Suppose you did sign this application 
Mr. Prospect. A few months elapy 
and you pass out of the picture. A fey 
days later I am going up the street anj 
turning in at the gate, I come to yor 
front door. Mrs. Prospect comes ty 
the door to meet me and I tell her thy 
here is a check for $5,000. If she wil 
just sign the receipt I will be happy tp 
give her this money. Mrs. Prospect 
signs the receipt, all the time telling 
what a wonderful man you were ané 
how thoughtful you were of your fan. 
ily’s welfare, and how this money wil 
help her and the children get along in 
life.” 

“Mr. Prospect, they tell me there ar 
windows in Heaven. Now, suppose as] 
started to hand her this check you 
reached out your arm from one of thos 
windows and took the check and tor 
it up and said, ‘No, Mary, I don’t want 
you and Junior and little Mary to hav 
this money. You'll get along somehow 
and somebody will see that you don't 
starve.’ 

“You wouldn’t do that, Mr. Prospect, 
but that’s just what you would be doing 
if you tore up that application. You 
wouldn’t tear up a check for $5,00, 
would you, Mr. Prospect? Put you 
name on it right here. . ig 
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(CONTINUED FROM PAGE 22) 
Cal.—George W. Ayarts 


associa- 


Long Beach, 
vice-president of the National 
tion, was the principal speaker at the 
first dinner-meeting under the auspices 
of the new administration of the Long 
Beach association, with an attendance of 
approximately 100. 

George E. Diamond, New York Life 
president of the association, presided 
and Mr. Ayars delivered an interesting 
address on “Attracting the Public Eye, 
with blackboard demonstrations 

x * * 

Philadelphia.—George A. 
trict manager of the New 
tual Life at Wilmington, Del., 
been a weekly producer for the last 4% 
years, last year averaging 1.6 applict 
tions a week and writing more that 
$500,000, will be the principal speaker # 
the meeting of the Philadelphia associt 
tion Nov. 21. His subject will be “Cot 
secutive Weekly Production—How to D 
It.” It will be a luncheon meeting 
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MISSOURI 
STATE 
LIFE 


The Progressive Company 





N Thirteen Years, the Missouri 
State Life has grown from One 
Hundred Million Dollars of insur- 
ance in force to over One Billion 
Two Hundred Million ... It took 
twenty-four years to reach the first 
hundred million... The Company 
to date in 1929 is 35% ahead of its 
paid-for production over the same 
period last year! 


“HILLSMAN TAYLOR, President 
St. Louis, Missouri 
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L. he Twister 


More potent than the most 
vigorous propaganda, or the 
most scathing resolutions de- 
nouncing the twisting evil, is 
the influence of a body of loyal 
and well-satisfied policyhold- 
ers. Witness this expression 
from a staunch policyholder of 
the Peoria Life: 


“IT think I am in a good 
company when I think about 
the Peoria Life. I had a lot 
of agents talk to me about 
different companies and was 
trying to make me drop it. But 
[ told them this; just keep 
your policy. You reckon I am 
a fool, and you try to make me 
drop my policy which I have 























paid for all this time. 
me!” 


Not a literary masterpiece, 
to be sure. But an honest, 
sincere statement of an atti- 
tude which is typical of the 
Peoria Life Family of Satis- 
fied Policyholders. They ap- 
preciate the splendid features 
of Peoria Life policies, the 
completeness of Peoria Life 
Service. They are impressed 
with the evident desire of the 
Company to serve them well. 
They are not easily disturbed 
in their loyalty to the Peoria 
Life. Their favorable recom- 
mendations carry weight with 
friends. In getting and hold- 
ing business, Peoria Life Serv- 
ice to Policyholders is a 
tremendous asset to Peoria 
Life agents. 
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